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Seek Backing For 
Study Of Agents’ 
Actual Earnings 


NALU Compensation 
Committee Wants Data 
To Get N. Y. Law Eased 


The compensation commmittee 
of NALU, headed by Benjamin D. 
Salinger, Mutual Benefit Life, New 
York City, is seeking approval of 
a plan to spend about $7,500 on a 
, survey to determine what the net 
income of representative full time 
b agents is and how it compares 
| with past years. 
> Mr. Salinger told the committee 
_ meeting in Dallas that he and two 
¥i other committee members had 
spent three days at LIAMA head- 
quarters discussing the project and 
Managing Director Frederic M. 
n° Peirce had been most cooperative. 
Mr. Salinger said it would be 
J’ necessary to have the survey of 
earnings made by a professional in 
‘order for it to carry any weight 
], with the New York department and 
have any hope of effectiveness in 
getting an easing of the commis- 
"sion and expense limits imposed 
by section 213. 
New York Not Interested 
Spencer L. McCarty, Provident 
Mutual, Albany, pointed out that 
most agents write for more than 
“one company and the New York 
department is hence not interested 
‘in what an agent gets from a sin- 
gle company. 
i} Arthur Kapner, Connecticut Mu- 
| tual, Albany, suggested finding out 
in advance what kind of survey the 
New York department would give 
‘credence to. In the past the de- 
partment has taken the attitude 
that agents wouldn’t tell the truth 
if asked about their incomes. Mr. 
Kapner opined that if NALU had 
a creditable survey, it could prob- 
ably be sold through grass roots 
contacts with the legislators. 
{David Blumberg, Massachusetts 
Mutual, Knoxville said he thought 
the same results could be accom- 


(I Plished by having local “wheel- 
‘}, (ContINvED ON PAGE 2, COLUMN 8) 
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Oren D. Pritchard 
Union Central Life, Indianapolis 


New NALU Chief Got Into 
Insurance At Early Age 


Oren D. Pritchard, new presi- 
dent of National Assn. of Life Un- 
derwriters got into insurance via a 
brickyard. 

“After my first year in college 
I spent the summer as a door-to- 
door book salesman,” Mr. Pritch- 
ard explains. “The next summer I 
spent wheeling bricks in a brick- 
yard. I decided there must be an 
easier way to make a living, and 
the next summer I found there 
was—life insurance. I’ve been in 
it practically ever since. My first 


year I earned $3,446 in the coun- 
ty-seat town of Franklin, Ind., my 
home town, which had a popula- 
tion of less than 5,000.” 


Union Central Manager Since 1936 


Mr. Pritchard, Indianapolis 
manager for Union Central Life 
since 1936, was born at Franklin 
Aug. 18, 1902, the youngest of six 
children. When he was one month 
old the family moved to an 80- 
acre farm on which his father had 


built a five-room cottage with used 
(CONTINUED ON PAGE 36) 


| Council Backs Board On Building 


2-Hour Discussion 
Is Lively But All 
Tempers Are Curbed 


Former Building Committee 
Wins Appreciative Plaudits 
But Board View Prevails 


By ROBERT B. MITCHELL 


The National Council of Nation- 
al Assn. of Life Underwriters, at 
its session Tuesday in Dallas, 
showed no interest in an attempt 
to get the council to protest 
against the board of trustees deci- 
sion to dispose of the C street site 
in Washington on which NALU 
has been proposing to erect a mil- 
lion dollar headquarters building. 

By an overwhelming majority 
the council also rejected a proposed 
recommendation to the incoming 
president urging him to appoint a 
new building committee consist- 
ing of three members of the old 
committee and three members of 
the new committee, with the pres- 
ident holding the balance of pow- 
er. 

The council unanimously voted 
to receive the report of the new 
building committee. 


A Full House Was Present 


The long awaited and highly ex- 
plosive subject of the building 
project was not reached until after 
4:30 p.m. but there was a full 
house. Arthur Defenderfer, John 
Hancock, Washington, D.C., the 
new building committee chairman, 
gave his report briefly. He ex- 
plained that his committee has 
been in existence only a little more 
than 30 days. He said the commit- 
tee has had some 27 sites presented 
for its consideration. The execu- 
tive committee he promised will be 
kept informed at least once a 
month, and if any development 
seems important enough, presum- 
ably the entire board will be in- 
formed of it. Mr. Defenderfer said 
that barring war, NALU should 
have an attractive “workable” 


building to move into by the time 
(CONTINUED ON PAGE 2, COLUMN 1) 
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its lease expires on the quarters it 
is moving this fall. 

Someone made the usual motion 
that the National Council receive 
the report and after the motion 
was seconded President Albert C. 
Adams asked if there were any 
questions. Howard Manning, im- 
mediate past president of the Kan- 
sas City association, said he had 
been authorized by a resolution 
passed by his organization to ask 
the National Council to protest 
against the board of trustees’s dis- 
position to dispose of the C street 
site. 


Only A Month Old 


Pointing out that the new build- 
ing committee was only about a 
month old, he said he didn’t see 
how the council could really find 
out what had been going on in con- 
nection with the building project 
unless it also heard from the for- 
mer building committee. This com- 
mittee, headed by Charles E. Clee- 
ton, Occidental of California, Los 
Angeles, a past president of NALU 
resigned last July over differences 
with the board over the scope of 
the board’s authority. 

President Adams expressed will- 
ingness to let the former building 
committee be heard from where- 
upon Mr. Cleeton took the micro- 
phone at the request of Mr. Man- 
ning. 


Urged To Write Pamphlet 


Mr. Cleeton said the members 
of the former committee had unan- 
imously urged him to write a 
pamphlet telling about the building 
project from its inception to the 
time the committee resigned. He 
asked permission to have these 
pamphlets distributed to the Na- 
tional Council, which the chairman 
readily granted. Mr. Adams then 
turned the gavel over to David B. 
Fluegelman, Connecticut Mutual, 
New York City, a past president of 
NALU, as a disinterested party, 
since Mr. Adams wanted to partici- 
pate in the. discussion. 

Mr. Cleeton eloquently ridiculed 
the idea that an association such as 
NALU_ with 75,000 members 
couldn’t swing a million dollar 
building. He dismissed the deed re- 
strictions imposed by the govern- 
ment as of no importance, saying 
that it was doubtful if they could 
be enforced and that if need be 
the same friends in Congress who 
had helped smooth the way could 
be relied on to help out again if 
the restrictions should ever cause 
any trouble. 


No Objection To President 


Regarding the new conditions 
placed- by the board on the build- 
ing committee at the July meeting, 
Mr. Cleeton said the board didn’t 
object. to having the president 
added to the committee but it se- 
riously objected to adding the 
managing director who might be 
off in some other state or country 
at a time when a quick decision 

(CONTINUED ON PAGE 51) 
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Duffy Added To List 
Of Candidates 


Duffy, combination 
manager for John Hancock at 
Quincy, Mass., was nominated 
from the floor as a member of the 
board of trustees at the annual 
NALU meeting in Dallas. Other 
candidates previously named by 
the nominating committee for the 
NALU official slate were the fol- 
lowing: 

Oren D. Pritchard, Union Cen- 
tral Life, Indianapolis, for pres- 
ident ; William S. Hendley Jr., Mu- 
tual of New York, Columbia, S. C., 
for vice-president; Louis J. Gray- 
son, Travelers, Washington, D. C., 
for treasurer, and William E. 
North, New York Life, Evanston, 
Ill., secretary. 

Nominated for the board of trus- 
tees were W. E. Arenstein, North 
American Life and Casualty, Bis- 
marck, N. D.; Robert S. Clayton, 
Liberty National Life, Mobile; 
Robert W. Frye, Northwestern 
Mutual, Denver; Paul R. Green, 
Aetna Life, Seattle; Edward M. 
Hicklin, Occidental Life of N. C., 
Burlington, N. C.; John Z. Schnei- 
der, Connecticut General, Balti- 
more; R. B. Walker, New York 
Life, Hollywood, Fla., and R. Ed- 
win Wood, Phoenix Mutual, San 
Francisco. 

Mr. Walker is the only one of 
those nominated for the board who 
is presently a trustee. 

J. Hicks Baldwin, New England 
Life, Washington, D. C., treasurer, 
asked that he not be proposed for 
reelection. 


Edward 


Hosts For New York Life 

New York Life’s company din- 
ner at the Baker hotel Thursday 
night has as hosts Dudley Dowell, 
executive vice-president ; Raymond 
C. Johnson, vice-president ; Andrew 
H. Thomson, vice-president, and 
John M. K. Abbott, 2nd vice-pres- 
ident. 

Also, Howard H. Conley, assist- 
ant vice-president; Amelia E. Rei- 
chert, agency secretary; F. Mich- 
ler Bishop, field secretary, and Wil- 
liam J. Naylor, administrative as- 
sistant. 


Travelers Company Dinner 

Acting as hosts at the company 
dinner of Travelers at the Baker 
hotel Thursday night are the fol- 
lowing members of the life and 
A&H department: Perry T. Carter, 
vice-president ; George H. Shack- 
elford, superintendent of agencies; 
Herbert J. Prouty, superintendent 
of general agencies, and W. J. Mur- 
phy, assistant superintendent of 
agencies. 


National Of Vermont Host 

Host for National Life of Ver- 
mont during the company dinner 
Thursday night at the Dallas Ath- 
letic Club is Ward Phelps, super- 
intendent of agencies. 


From the District of Columbia 
association: Thomas R. Buchanan, 
New York Life, association presi- 
dent, and Howard J. Riordan, John 
Hancock, a past pesident of the as- 
socation. 





Seek Backing For Study 
Of Agents’ Earnings 


(CONTINUED FROM PAGE 1) 
horses” make the surveys. The 
agent being questioned would send 
in his filled-in questionnaire to 
the central clearing house as there 
would not be the problem of hav- 
ing to ask fellow agents for con- 
fidential information. 

Joseph N. Desmon, Continental 
Assurance, past president of the 
New York state association, sug- 
gested that it would be better for 
the sake of impressing the new 
York department and legislature 
to have the survey made by a com- 
pletely independent organization 
like the University of Michigan 
survey center rather than by 
LIAMA which might be regarded 
by the department as not being 
wholly disinterested. 


Shouldn’t Be Stymied By Cost 


Mr. Desmon said NALU 
shouldn’t let itself be stymied by 
the cost even if more than $7,500, 
for the cost would be minute com- 
pared with the benefits. 

The project was placed before 
the board of trustees on another 
occasion but didn’t get anywhere. 
The committee planned its presen- 
tation more carefully this time and 
laid it before the trustees Monday. 
The board authorized the expend- 
iture of $1,000 for a preliminary 
investigation to find out how this 
could best be done and get the sur- 
vey under way. 


Schriver Preaches In Dallas 

Managing Director Lester O. 
Schriver, who is an ordained min- 
ister, on Sunday morning during 
the NALU convention in Dallas 
preached at the Preston Hollow 
Methodist Church. Many fellow 
members of NALU were on hand 
to hear him. 


New England Life Dinner 

Homer C. Chaney, 2nd _ vice- 
president, and Merton E. Sayles, 
director of agencies, are hosts at 
the company dinner of New Eng- 
land Life Thursday night at the 
Statler-Hilton hotel. 


2nd Day ind Di 


NALU Owes Structure 
Format To Dallas Mes 


Not all of the newer membe 1 
NALU are aware of it, but i 
association Owes ey 
the very format 
of the conven- 
tion now being 
held in Dallas to 
a veteran Dallas 
life insurance 
man and a past 
president of 
NALU, Sam 
Cummings, Tex- 
as State agent of Som Cumann 
Kansas City Life a 
who in 1938 at Houston preside 
over the only other NALU conye 
tion ever held in Texas. 

To Mr. Cummings more than any 
other one man belongs the credit 
for the present organizational pat 
tern of NALU. It was he wh 
spearheaded the change from the 
unwieldy, oversized “executiy 
committee” to the present system 
of a board of trustees as the gow 
erning body and a National Coum 
cil where national committeeme 
of state and local associations dé 
liberate and hear reports. 

Mr. Cummings began his ageg 
cy management career on Feb. | 
1922, in Dallas with the same 
agency and company with whig 
he is still connected. In 1950 hg 
received the John Newton Russel 
memorial award for distinguished 
service to the institution of life in 
surance. His book, “How to Build 
a Successful Life Insurance Agen 
cy,” also published that year, is 
still studied by those preparing 
for the agency management exam 
inations of the American College, 
of which Mr. Cummings has been 
a trustee continuously since 193]. 

The agency which Mr. Cum 
mings owns and manages is one of 
two in the nation that have pfo- 
vided two NALU presidents. Mr. 
Cummings predecessor and for 
mer partner, the late Orvill 
Thorp, served as NALU president} 
in 1919-20. Before serving asf 
NALU president, Mr. Cummings} 
was chairman of the NALU gen- 
eral agents and managers commit 
tee, predecessor of the GAMC, in 
1936-37. | 


\ 


ere 
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John Hancock Dinner 4 

The John Hancock compaiy 
dinner Thursday night at the Stat 
ler-Hilton hotel has as hosts By 
ron K. Elliott, president; R. Rad- 
dancing, all in traditional westem 


vided to transport those attend 
cliffe Massey, Frank B. Maher amit 
Victor A. Lutnicki, vice-presidents 
and George Vinsonhaler, 2nd vice 
president; also, Harold W. Chad 
and William. D. Bacon, supetiié 
tendents of agencies; Key Powel 
assistant superintendent of agem 
cies; A. William Rhodes, re 
director of agencies, and Iv 
Campbell, supervisor of agen 
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[OokING AHEAD? 


We pay lifetime renewals for agents and brokers ...they last as long as you do. 


OCCIDENTAL LIFE 
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Home Office: Los Angeles 
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NU Camera Shots 
Of Dallas Meeting 








\ 
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At the Wisconsin association suite during ¢ 
NALU annual meeting in Dallas: from left, Willi 
J. Nelson, Massachusetts Mutual, Milwaukee, pre 
dent of the state association; Charles W. Tomlingg 
Bankers of Iowa, Madison, president of the sty 
managers association, and Frank G. McNama, 
Old Line Life, Waukesha, NALU trustee and 
president of the Wisconsin association. 


NALU vice-president Oren 
Pritchard, Union Central, Indiana- 
polis, poses in Texas hat with Mrs. 
Pritchard at the reception in their 
honor during the NALU meeting 
in Dallas. 


Directors elected to represent geographical re- 
gions of American Society of CLU, whose election 
was announced at the annual meeting in Dallas: 
from left, seated, George B. Byrnes, New England 
Life, New York City, eastern region, and Robert L. 
Punsky, Massachusetts Mutual, Fort Wayne, mid- 
dle western region; standing, Bruce Bare, New Eng- 


land Life, Los Angeles, western region: Robert J. 
Tiffany, Equitable Society, Abilene, Tex., southern 
region, and Alan D. Hecht, Travelers, Baltimore; 


Coogan, executive director of the Boston and Mz 
achusetts associations; Roland E. Lambert, Massa 
chusetts Mutual, president of the Boston association 


and Edward H. Duffy, manager for John Hancoc 
at Quincy, Mass., and national committeeman o 
the Boston Association. 


middle eastern region. 





At work in the NALU press 
room during the annual meeting in 
Dallas: Pugh Moore, left, NALU 
director of public relations, and 
Jack R. Morris, public relations 
elma of Republic National 

ife. 


An outgoing, an incoming and a continuing presi- 
dent: Albert C. Adams, John Hancock, Philadel- 
phia, the retiring president of NALU; Oren Pritch- 
ard, Union Central, Indianapolis, the unopposed 
candidate for election as NALU president, and 
President Byron K. Elliott of John Hancock. The 
picture was taken at a reception given by the Har- 
cock in honor of Mr. Adams. 


Getting the information on National Underwriter 
Co. publications at the display table during the 
NALU convention in Dallas: From left, Joe O. Par- 
ish, Life of Georgia, Selma, Ala.; Howard M. Alli- 
son, Liberty National Life, Sylacauga, Ga., and Al- 
fred E. Cadis of Dallas, southwestern manager for 
the National Underwriter Co. 


Robert S. 
Clayton, Liberty 
National, Mo- 
bile, candidate 
for trustee at the 
annual meeting 
of NALU in Dal- 
las, flanked by 
Herbert J. Baum, 
Protective Life, 
Birmingham, co- 
chairman of the 
Clayton cam- 
paign committee, 
and Nell F. 
Burns, New 
England Life, 
Birmingham, also a member of the committee. 





wo Detroiters at the NALU 
annual meeting in Dallas: Richard 
J. Owen, Fidelity Mutual, and Jo 
seph B. Davis, Home Life of New 
York. 


Mrs. Marion I. Gilmore, John 
Hancock, Albany, on duty at the 
“Red Rug” hospitality desk, helped 
ut by Charles E. Edwards, John 
Hancock, Shreveport, La. 
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Texas is in the habit of doing things in a big way, 
so it’s natural to proudly receive the big men 
of the insurance industry . . . the members of 


the National Association of Life Underwriters. 





Welcome to Texas... the home of 


ing presi- 
, Philadel. 


oa AMERICAN NATIONAL INSURANCE COMPANY 


y the Han- 














Nearly 6,000 representatives comprise the 
ANICO field organizations . . . the Com- 
bination Division for sale of Industrial and 
Ordinary, the Ordinary Division and the 
A & H Division. Operating out of 400 branches 
in 40 states, the District of Columbia, Alaska, 
Hawaii and Puerto Rico, these representatives 


serve the public with outstandingly competi- 
tive life and health insurance designed to fit 
every personal protection need. Their accom- 
plishments are readily testified to by ANICO’s 
insurance in force . . . over Four and 14rd 
Billions in force in slightly more than one 
half century of operation. 


ANICO... AMERICAN NATIONAL INSURANCE COMPANY 


Home Office, Galveston, Texas 
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MILLION DOLLAR ROUND TABLE HOUR 





Budget Time In Estate Planning Or 
You'll Be Operating At A Loss: Stern 


By BENJAMIN L. STERN 


It is quite a temptation to get 
involved in work out of all propor- 
tion to the pos- 
sibility of com- 
pensation when 
doing an estate 
planning job, 
Benjamin L. 
Stern, New Eng- 


land Life, New 
York City, 
warned in his 


talk during the 
Million Dollar 
Round Table 
Hour of the NALU convention. 
While not recommending skimping 
service to a client, he said that 
“there must be a reasonable rela- 
tionship between the amount of 
work done and the pay that can be 
expected.” One way of avoiding 
doing an unreasonable amount of 
work is to operate in close coopera- 
tion with the client’s lawyer, ac- 
countant and trust officer. 

Just what is the place of estate 
planning in our business today? I 
suggest that many life insurance 
men have only a fuzzy idea of its 





Benjamin L. Stern 


function and value in the insurance 
selling process. We have become 
aware that estate planning is a key 
to larger production, and so sud- 
denly, all of us who sell insurance 
—package salesmen, programers, 
and technicians of various degrees 
—we are all estate planners. Now, 
let me make it plain that I have no 
quarrel with this. I do not chal- 
lenge anybody’s right to use the 
term, no matter what his level of 
technical capability, and what his 
selling technique. What I am con- 
cerned with is to help you have 
the game, as well as the name, to 
try to put estate planning, as it 
applies to insurance selling, into 
meaningful focus. 
Locating, Supplying Needs 


As we all know so well, the es- 
sence of insurance selling is to lo- 
cate needs and to show how insur- 
ance can supply those needs. This 
basic principle applies with the 
same force in the large estate as it 
does in the case where the pros- 
pect’s assets consist of $500 in the 
bank and a $1,000 note from his 
unemployed brother-in-law. In or- 
der to locate needs we must first 
persuade the prospect to give us 


facts. Estate planners make it a 
habit to get all the pertinent infor- 
mation, and their degree of success 
is often measured by their skill in 
the fact finding process. 


Inducing Talk-Flow Is Problem 


In dealing with the owner of 
the larger estate, the initial prob- 
lem is, as always, to induce him to 
open up and talk. Most of these 
prospects have been targets for life 
insurance salesmen over a long 
period of time. If we could ap- 
proach them successfully on the 
simple basis, “give us the facts and 
we will tell you whether additional 
life insurance can improve your 
situation,” it would be unnecessary 
to concern ourselves with recom- 
mendations on estate taxes, income 
taxes, business agreements, wills, 
trusts, and all of the other highly 
complicated estate planning areas. 

Unfortunately, we cannot be as 
direct as this in our approach to 
most top-level prospects. The ap- 
proach must be oblique, and must 
be based on a broader offer of 
service. Therefore, we say to the 
higher-bracket prospect: “Let us 


examine your estate to see if we 
(CONTINUED ON PAGE 42) 


2nd Day 


Companies Credited 
For Aid To Conventiy 


The following companie, 
“helped to facilitate various cop, 
vention events and activities ap 
contributed materially to the sy 
cess of this 69th annual conve, 
tion,” according to the local ¢o, 
vention committee: Fidelity Unio, 
Life, Gibraltar Life, Girard Li 
Great American Reserve, Gre 
National Life, Great Southwes 
Life, International Fidelity Lif 
Lone Star Life, Mercantile Secy; 
ities Life, Praetorian Mutual Lift 
Republic National Life, Rj 
Grande National Life, Souther 
Provident Life, Southland Lif 
Southwestern Life, Southwest In 
demnity Life & Accident, Texas 
Empire Life & Accident, United 
American Life, United Banker: 
Life, United Fidelity Life, Unite 
National Life, Universal Life § 
Accident. | 


From Continental American 


The home office of Continenta! 
American Life of Delaware is rep: 
resented at the convention by Pat: 
rick H. Yeoman, superintendent o 
agencies. 


From General American Life 

Richard H. Bennett, field vice. 
president, is representing General 
American Life’s home office at the 
convention. 








Yep! . . . for over four decades we've-been a part of the great state of 
Texas. Our roots are deep . . . with over $100,000,000.00 of life insurance 
in force in the Lone Star State. So it is with pride and pleasure that we 
extend a hearty Texas-style greeting to our friends from NALU! Best 
wishes for an outstanding convention in Dallas! 


California-Western States Life 
Insurance Company 


Home Office: Sacramento 


Texas Offices: Amarillo, Austin, Corpus Christi, Dallas, El Paso, 
Fort Worth, Houston, Lubbock, San Antonio. 
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ae top producers are 
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GO Company... 


Republic National Life 





of Dallas 





The only way to Grow is Go ... with 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY e DALLAS, TEXAS 


LIFE »® ACCIDENT e SICKNESS e@ MEDICAL AND SURGICAL REIMBURSEMENT @ HOSPITALIZATION 
GROUP e FRANCHISE e BROKERAGE e« COMPLETE REINSURANCE FACILITIES 
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GAMC MANAGEMENT SESSION 





Scratch Agency Six Years Ago, Now Has 18 Agents 
Averaging Age 32 And $10,141 Income On 56 Sales 


In six years since he opened a 
scratch agency for New England 
Life in Philadelphia, David G. 
Hunting has built an agency 
with 18 agents, averaging age 32, 
paying for $643,711 a year and 
earning at a current rate of $10,141 
on 56 sales a year. How this was 
done Mr. Hunting explained to 
the General Agents & Managers 
Conference meeting at Dallas dur- 
ing the NALU meeting. Following 
is an abridged version of Mr. Hunt- 
ing’s talk. The full version will 
appear in a brochure to be pub- 
lished by GAMC. 


We believe that one of the rea- 
sons our average production per 
associate averages $650,000 is our 
recruiting and selection procedure. 
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I feel that we look a lot longer and 
a lot harder for prospective agents 
than does the av- 
erage agency. 

In the past 12 
months, we have 
interviewed and 
tested 165  pro- 
spective agents 
and have select- 
ed only four men 
out of this group 
to join our agen- 
cy. This means 
we must inter- 
view and test 55 
men to find the one we want. 

The New England Life has 
found that, on the average, one out 
of 25 men interviewed is put under 
contract. 





David G. Hunting 


— 


In six years we have started 
only 23 men and we have retained 
18. In the past 24 months we have 
not lost one man. I’d rather look 
harder and longer at a man before 
he joins us than have to suffer the 
loss of morale and money in losing 
him in six months. 

You may think that prospecting 
for recruits in a strange city is a 
job—but you would be amazed at 
the things you will do in a strange 
community that you wouldn’t do 
in your own home town. 

Our first prospective agent six 
years ago was the milkman who 
sold my wonderful wife everything 
a dairy could produce. As it turned 
out, he wasn’t suited for our busi- 
ness, but he did become our agen- 
cy’s first policyholder. 


2nd Day 


Here is where we found the 16 
prospective agents with whom y; 
talked in the past 12 months: 

Thirty-two came from news. 
paper advertising. The advertising 
bill for these 32 men was $250 anj 
despite the fact that none wer 
starting from this medium we fee 
that advertising does create actiyj. 
ty and that some day we will find 
a good man. 


Cream Of The Crop 


Thirty-seven men were recom- 
mended by our own associates. We 
are convinced that this is where 
the cream of the crop lies, and if 
our associates are convinced that 
this is a good business, they will 
sell the career to others. But unless 

(CONTINUED ON PAGE 22 





ZIMMERMAN AT WLRT DINNER: 





Sees Big Future For Women Agents If 
Business Has Faith In Their Potential 


The fine job that women agents 
have done in the past will be even 
better if they live 
up to their op- 
portunities ..and 
portunities and 
President 
Charles J. Zim- 
merman of Con- 
necticut Mutual 
at the annual 
dinner of the 
Women Leaders 
RoundTable 
during the NALU annual meeting 
in Dallas. 

“On the other hand,” said Mr. 
Zimmerman, “women life under- 
writers will never reach their full 
potential until all of us together, 
both those of us in the home office 
and those of us in field manage- 
ment, are more firmly convinced 
that the career of life underwriting 
for women is, of itself, a most at- 
tractive one. 

“Young men in increasing num- 
bers are entering upon a life in- 
surance sales career direct from 
the college campus. Undoubtedly 
more young women have also en- 
tered our sales forces upon grad- 
uation from colleges but these in- 
stances are quite isolated. Wo- 
men and specifically college wo- 
men, in increasing numbers are 
entering into all other fields of 
business and professional activity. 
“The door to the field of life in- 
surance underwriting is no longer 
closed to women. Life underwrit- 
ing offers a career which, as we 
all know, can be rewarding in 
both income and in the satisfac- 
tion of service. 

“Indeed, both the sale and the 
purchase of life insurance offer 
women a high degree of satis- 





C. J. Zimmerman 


faction. Surveys of wives who 
work show that overwhelmingly 
they do so in order to assure better 
education and better health for 
the children of the family, as well 
as to secure better material com- 
forts. Life insurance offers better 
education, better health, and great- 
er opportunity for children. In- 
deed, life insurance makes it pos- 
sible for each generation to pass 
on a better world to the next gen- 
eration. 

“Market and motivational sur- 
veys purport to show that women 
have more tangible wants and 
desires then men. For example, me 
want a cheerful comfortable home, 
but women think in more specific 
terms. Women tend to think of a 
cheerful comfortable home in 
terms of specifics and tangibles, 
such as drapes, rugs, divans, and 
slipcovers. Does this not offer a 
clue for selling life insurance to 
women? Does it not point out to 
you that life insurance should be 
open to fulfill specific and tangi- 
ble needs and desires ?” 


Equitable Society 
Honors Davidson 
At Reception 


Equitable Society honored 
William D. Davidson, associate 


manager at Chicago and chairman 
of the Million Dollar Round Table, 
with a reception at the Statler- 
Hilton hotel Wednesday evening. 

On this occasion and during the 
company luncheon Thursday noon 
at the Baker hotel and the company 
dinner Thursday evening, also at 
the Baker, the hosts were James F. 


Big ones that didn’t get away: 
Trustee Harry Phillips, Sun Life 
of Canada, can be induced to show 
fellow-conventioneers this picture, 
showing part of the catch that he 
and Mrs. Phillips pulled in during 
a recent vacation at La Paz, Lower 
California, Mexico. 





Oates Jr., president; Gordon K. 
Smith, secretary; Joseph L. Bees- 
ley, senior vice-president, and Ed- 
ward L. Kurtz, assistant to the se- 
nior vice-president. 

Also, Clarence B. Metzger, vice- 
president; D. D. Edmunds, 2nd 
vice-president ; Harold J. Rossman, 
2nd vice-president and Charles R. 
Corcoran, 2nd vice-president. 

Also Eugene D. Badgley, direc- 
tor of special services; Margaret F. 
Carlsen, director of CLU activities ; 
Anne Renzland, sales research as- 
sociate; William Costello, super- 
visor of agents training, and Wil- 
liam M. Noland, manager of the 
salary administration division. 








Nothing More Heard | 
From ‘High Level’ 
Committee On Group | 


Nothing more has been heard 
from the American Life Conven- 
tion-Life Insurance Assn. of Amer- 
ica “high level” committee on 
group insurance problems, the 
group committee of NALU stated 
in its pre-convention draft report. 
Following is the major part of the 
report of the committee, which is 
headed by Harry N. Phillips, Sun 
Life of Canada, San Francisco: 


Jumbo group coverages: No 
further information has been re- 
ceived from the ALC-LIA “high- 
level” joint committee on reexa- 
mination of group policy regarding 
possible revision of the 20/4 
amount limit formula contained in 
the National Assn. of Insurance 
Commissioners’ model group life 
insurance definition. 

However, our committee recom- 
mends that NALU_ modify its 
position with respect to the 20/40 
formula, provided that industry 
agreement can be obtained on leg- 
islation which would (1) limit the 
aggregate amount of group term 
coverage on any one life from all 
sources (exclusive of group credit 
plans) to 150% of basic annual 
compensation, and (2) deny group 
insurers the right to require medr 
cal examinations or other evidence 
of insurability from otherwise 
eligible participants. e 

Group life for dependents: We 
have reconsidered this problem 
and now recommend that NALU 
change its position by withdraw- 
ing its opposition to such coverage. 

Association group cases: : 

A. The California Assn. of Life 
Underwriters has asked for a rul- ; 

(CONTINUED ON PAGE 46) 
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SwL* Welcomes You 
to “BIG D’... 


s& DALLAS’ OLDEST — FOUNDED 1903 


s~ DALLAS’ LARGEST IN ASSETS — 
MORE THAN $420 MILLION 


%~ DALLAS' LARGEST IN SURPLUS FUNDS — 


ni eidbiati daal MORE THAN $48 MILLION 
Financial Heart 


of the Southwest DALLAS’ LARGEST IN BENEFIT PAYMENTS 


i TO POLICYOWNERS AND BENEFICIARIES — 
MORE THAN $280 MILLION 


/ 
x 


More Than $1,730,000,000 of Life Insurance in Force 


Now Operating 
in Texas, Arizona, New Mexico, 
Colorado, Oklahoma, Arkansas, and Louisiana 
Licenses pending in California, Kansas, and Missouri 


Southwestern Life INSURANCE 


COMPANY 
James Ralph Wood, President Home Office, Dallas 


FAMILY PROTECTION e BUSINESS LIFE INSURANCE e ANNUITIES e PENSION PLANS e GROUP LIFE INSURANCE 












John Utz, Kansas City Life, Va- 
lencia, Pa., opened the Thursday 
general session of the NALU meet- 
ing in Dallas with a straightfor- 
ward, completely believable expla- 
nation of how he pays for a million 
a year in a rural community and 
has built up a clientele of 1,400 
persons though he is only 28 years 
old and has been in the business 
only since 1950. Following is the 
text of his talk: 

This morning I want to discuss 


four things with you: (1) The 
seed we plant as we work; (2) the 
soil in which it grows; (3) cul- 


tivating, weeding, and nourishing ; 
and (4) the sower himself. 

The seed we sow today, the soil 
upon which it falls, and the ways 
in which we nourish and cultivate 
it have a great deal to do with 


our harvest in later years. 
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j ohnny Utz, 28, Tells How He Does A 
Million A Year And Has 1,400 Clients 


Our seed is one of the strongest 
and most potent—and its growth 
is unlimited. Our seed, of course, 
is life insurance and all the won- 
derful things that it can accomp- 
lish, 

The seed, no matter how great 
or how strong, unless it is used, 
is of little or no account. If we plant 
the best seed in a garden but do 
not hoe it, weed it, or cultivate it, 
we may as well not have planted it. 

All Kinds Of People 

Picture with me that the soil in 
which we work is the people we 
see and contact. As is true in soil, 
so it is with people; some good, 
some bad, some rich, some poor, 
some hard and shallow. You folks, 
I’m sure, have met many whom 
adjectives that can be used here 
cannot describe; you have your 
own pet names for them. But one 


of the finest things in the business 
is the fact that we never have to 
see those we do not wish to see 
more than once. There are too 
many nice folks and wonderful 
families for us to see. 


Hand-Picked Prospects 


My plan is to call on three peo- 
ple a day, every day, whom I ex- 
pect to sell. I spend three hours 
each morning planting, cultivating, 
and screening; and, in short, pick- 
ing out the three people I am go- 
ing to see that day. Three hours 
every day just to pick out three 
names; so it gives me lots of time 
for screening, weeding, and study- 
ing why and how life insurance in 
some form will be good for them. 
It is like cold canvassing in that 
they do not know I’m coming; but 


they are hot prospects as far as I’m 
(CONTINUED ON PAGE 32) 





This fall — Prudential continues its award- 
winning series, “THE TWENTIETH 
CENTURY”~— penetrating programs dealing 
with the people and events that have shaped 
this century in which we live. You will see 
exciting shows —shows of significance and 
importance—subjects such as: The Red 
Propaganda Machine * Mission: Outer Space 
- The Hungarian Revolution + Jet Carriers - 
The Narcotics Problem - and many others. 


Sunday Evenings, “THE TWENTIETH CENTURY,” CBS-TV 


LIFES @©€NSURANCE ANNUITIES 





SETCK NESS & ACCIDENT PROTECTION © CROUP INSURANCE ¢ GROUP PENSIONS 


The Prudential 


INSURANCE COMPANY OF AMERICA 
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Committee Keeps 
In Touch With Many 


Organizations 


The NALU committee on re, 
tions with other organizatio, 
which has as chairman Fisher — 
Simmons, Pan-American Lif 
New Orleans, operates on a wid; 
front, its preliminary report draf 
indicates. It contacts many organ. 
izations outside the life insurang 
business, in addition to varied 
bodies in the business. Its repo 
says: 

Your committee is happy 
report that NALU has continue? 
its cordial and fruitful collaboratio; 
with other insurance organization: 
such as the Life Insurance Assp 
of America, American Life Con. 
vention, Life Insurers Conference 
Institute of Life Insurance 
LIAMA, and many others. 

NALU_ has_ cooperated  an¢ 
maintained contact also with nun. 
erous “outside-the-industry” or. 
ganizations, including the National 
Assn. of Automobile Dealers, Na. 
tional Federation of Business an¢ 
Professional Women’s Clubs, Cru: 
sade for Freedom, American. Soci! 
ety of Association Executives, 
Chamber of Commerce of tht 
United States, the “Register, In- 
form Yourself, and Vote” cam 
paign, the American Medical Assn. 
and the Citizens Committee for the 
Hoover Report. 





Letter From Francis 


In connection with the latter, 
your chairman has just received a 
letter of appreciation from _ its 
chairman, Clarence Francis, who 
is also a_ special consultant to 
President Eisenhower and _ former 
chairman of General Foods. From 
this letter I quote: 

“The alert teamwork of your 
association was a major factor in 
the battle for House approval oi 
HR 8002 for modernized federal 
budgeting procedures. Your mem- 
bers and staff played a key role in 
overcoming strong resistance to 
this measure. 

“Now your association is work- 
ing effectively in behalf of the 
President’s defense reorganization 
plan. This plan has the general 
support of the American people, 
but it faces strong opposition in 
some quarters. Having passed the 
House, this measure is before the 
Senate where we are working to 
obtain approval of some vitally 
needed strengthening —_amen¢- 
ments. We know we can count on 
your continued support in this 
drive.” Ds 

Ed. note—The reorganization 
bill has been signed into law by 
the President. 


From Kansas City Life 


Attending the convention as 
home office representatives of Kan- 
sas City Life are C. W. Arnold, 
vice-president and superintendent 
of agencies, and W. E. Bixby Jr. 
assistant vice-president. 
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A good school year 
often starts 
in the doctor's office 


Your child will soon be off to 
school—with thirty-nine and one- 
wes SUS MME 88) half million other children—the 
largest enrollment in our country’s history. 


Naturally, you hope your child will stay well and 
do well throughout the school year. To help him do so, 
why not take him to your doctor now—before school 
opens—for a thorough health examination? 


This is important for all children, but doubly so for 
the “beginner” who may be exposed for the first time 
to the communicable diseases. The child should be 
protected against whooping cough, polio, diphtheria, 
smallpox and tetanus. 

If he has already had “shots” for these diseases, it 
may be time for “booster doses.” These increase pro- 
tection or hold it at such a level that the child is more 
able to resist the disease to which he is exposed. 


A pre-school check-up may reveal unsuspected de- 
fects of the eyes or ears. A child who has impaired hear- 
ing or vision cannot do his best work at school. Besides 
getting low marks, he may become discouraged or at 
best have difficulty in making adjustments. 


Your doctor can also advise you about improving 
your child’s health habits to increase resistance to colds 
ind other respiratory infections that keep so many 
hildren away from their classrooms. 


What about older children—teen-agers especially? 
They, too, should have health examinations. The doc- 
tor’s advice on physical development and emotional 
problems can ease many worries that beset adolescents. 


When parents, doctors, and teachers work together, 
the school years can be made more healthful. 





a a ae 
ou FP ee 











COPYRIGHT 1958—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, New YorkK 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Read- 
er’s Digest, National Geographic, U. S. News. 
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GREAT AMERICAN “Ad, 


jor Expense and Catastrophic 


HOSPITALIZATION "7 Guaranteed Renewable 





ACCIDENT & SICKNESS Non Cancellable and Commercial 


pital-Life-Disability 


GROUP-WHOLESALE-FRANCHISE "sitet tife-Disot 


LIFE INSURANCE Premiums Graded by Policy Size 





GREAT AMERIGAN “Ad. 


A GROWTH COMPANY FOR MORE THAN 23 YEARS 


Life Insurance in Force..........+eeeeeeeee More than $190,000,000 
Annual Accident & Sickness Premium.......... More than $ 4,500,000 
Annual Total Income...........-eeeeeeees More than $ 9,000,000 
inte «ons vbieesatves teat More than $ 14,000,000 
Capital and Surplus............seeeeeeeee More than $ 3,300,000 





CREAT AMERICAN “2d, 


OPERATIONS IN 





TEXAS NEW MEXICO 
OKLAHOMA ARKANSAS 
KANSAS LOUISIANA 
COLORADO MISSISSIPPI 


+REAT AMERICAN AZM, 





Visitors to Dallas’ first 
NALU Convention 
are invited to drop by 
our Home Office 
2020 Live Oak 
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Mem CT AMERICAN y vad, 

GREAT AMERICAN RESERVE INSURANCE COMPANY 
TRAVIS T. WALLACE, President 


LIFE INSURANCE e ACCIDENT e 












SICKNESS 











Drury Lists 10 Points 
For GAMC'’s Expansion 


A 10-point program for future 
expansion of General Agents & 
Managers Conference activities 
was contained in the report of its 
chairman, L. V. Drury, Sun Life 
of Canada, Philadelphia. Follow- 
ing is the section of the report 
outlining these points. The com- 
plete report will be printed in the 
brochure containing all GAMC 


speeches at Dallas, which GAMC 
will publish. 

1. Membership of 7,500 in Fore- 
seeable Future: 


In the five years 
since I started my 
term of office as 
a director of 
GAMC member- 
ship has nearly 
doubled. In the 
very near future, 
membership will 
undoubtedly reach 





the 7,500 mark. 
The reason: our 
membership — will 


increase as our 
value to field 
management countinues to expand. 

2. Formalized Group Study 
Courses: The two LIAMA study 
courses which we are responsible 
for promoting through local gen- 
eral agents and managers groups 
already have proven their practical 


L. V. Drury 


value. In the future, these course; 
may be administered on a formal. 
ized basis similar to LUTC. 

3. GAMC Award for Outstanding 
Agency Head: As with anything 
w orthw hile, there would be prob. 
lems if we were to make an award 
of this kind. However, it coul 
possibly be given some thought 
now as a future project of GAMC 
Our members all over the country 
are doing tremendous jobs g 
building career life insurance men 
and agencies. Is it not possible to 
have a committee select the bes 
job of agency building and make 
an award for agency building? 
Perhaps two awards—one for ordi- 
nary general agents and manag. 
ers; the other for combination 
agency heads. Such an award 
would be a worthwhile honor to 
receive and a prestige builder for 
GAMC. 

4. “GAMC News” Will be Ex. 
panded and Improved: The official 
publication of our organization, 
GAMC News, could become one of 
the top trade journals in the field 
with the addition of case history 
articles and “how-to” tips. In ad-| 
dition to its present functions of 
exchanging ideas between local 
associations, outlining what GA- 


MC is doing for members and 
(CONTINUED ON PAGE 50) 
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CENTURY LIFE BLDG. 


W. J. LAIDLAW, SR. 
Chairman of the Board 


POO 





THE TALK OF THE 
LIFE INSURANCE INDUSTRY: 
Century’s New Management Contract 

Century's New Agent’s Contract 


Century’s New Agent’s Financing Plan 


Century’s Modern 
Up-To-Date Policy Contracts 


Opportunity-Wise, There Is Not 
A Better Management Contract 


INSURANCE 
COMPANY 


FORT WORTH, TEXAS 


W. J. LAIDLAW, JR. 
President 
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Our thanks to the millions of policyholders and friends across 
the nation whose confidence over the years has enabled Western 


and Southern to share with them the great benefits provided 
through the purchase of life insurance. 

AS WILLIAM C. SAFFORD, 

President 


LIFE INSURANCE ‘COMPANY ; 


A \ MUTUAL COMPANY ° HOME OFFICE | + CINCINNATY, OHIO 
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This Company is listed 
well over 100 times in 
“Who Writes What.” 
There are strong reasons 
for this prominence: 


1. We write Life, 
Group, A & H. 


2. We write Par and 
Non-Par. 


3. We like to pioneer 
in new coverage. 

4. We always keep 
competitively abreast. 


5. We are dedicated to 
serving the needs of 
America’s independ- 
ent producers. 


Can you find a Company 
with more listings than 
United States Life? In 
any case, call us, it’s 
worth a check! 


t 
IN a ee 1 
$7é INSURANCE COM 
IN THE city OF NF 








Reese Gives Blueprint For Young Agent 
Wanting To Make Million-Dollar Grade 


Joseph H. Reese Jr., Penn Mu- 
tual, Philadelphia, one of the two 
speakers chosen to tell their sales 
methods on the Million Dollar 
Round Table hour of the NALU 
convention Thursday, explained 
how he used complete planning 
and conscientious effort to quali- 
fy early for the Round Table. Fol- 
lowing is his talk: 

Unlike most of you, I was for- 
tunate enough to grow up within 
the life  insur- 
ance business. 
When I was 
barely tall 
enough to ring a 
doorbell, my fa- 
ther had earned 
his life member- 
ship in the Mil- 
lion Dollar 
Round Table, a 
life membership 
earned during 
depression years when _ selling 
wasn't quite so easy. 

When I entered the business in 
1950, I was 22, single, and under 
an option contract with Uncle 
‘Sam, and it was shortly picked up. 
Late in 1953, my wife, son and I 
returned to a draw of $100 per 
month plus half of commission 
contract. It was work or starve 
and the latter had little appeal. I 
laid some long-range plans which 


ES 





Joseph Reese Jr. 















NEVER BEFORE HAVE 
Rais = WE TALKED OURSELVES 
INTO A RECESSION 





Today our Nation stands on 








¢ Peer . the threshold of its greatest 

( = pare ca me oh economic and cultural age— 

. fight, What se [p@jud LET'S STEADY DOWN 
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Sr Phe tee 
SAN ANTONI@ AGENCY 
Jewe N. Fletcher, Manage? 
CA. “Duke” Rohde, Assistant Manager 
See 


Teeseing Depa at 
701 San Pedro, Sam Antonie, Tease Phone (46-4126 





This ad appeared in over 70 newspapers 
in seven states in April, 1958. 


CURRENT ADVERTISING 


STIMULATES PERSONAL 





GREAT SOUTHERN'S 


WELFARE THINKING - 
AND CREATES 


INTEREST FOR ITS 


UNDERWRITERS 


GREAT SOUTHERN 


Lite Insurance Comp any 


Founded 1909 


Home Office 


Houston, Texas 








This ad appeared in over 70 newspapers 
in seven states in June, 1958. 
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I immediately attempted to folloy| | 
These involved obtaining my CLI} - 


designation early, qualifying fy 


the Million Dollar Round Tabi’ 


and then earning life membership, 

Then I foolishly thought | 
could relax and enjoy life. In 195; 
I got through my CLU examina. 
tions and qualified for the MDR} 
Kungsholm trip. In 1956 I repeat, 
ed, and by May of 757 had con 
pleted production requirements fg 
Round Table life membership, 
Then to relax—but how can you 
when your income has_ almos 
doubled for three consecutive year 
and you have created a standard oj 
living for your family that require 
continued qualification just to buy 
food, clothing, shelter, and pay in. 
come taxes! 


Planning Is The Basis 


The basic foundation of my own) ' 


operation has always been com- 
plete planning and conscientiou 
effort to follow through on plan 
established. Each December 3 
thorough review of previous busi- 
ness is made, a new budget estab 
lished, and a new year’s objective 
is set. This objective covers the 
number of calls, sales _ talks| 
amount of written and _ paid-for 
business necessary in order to 


have sufficient new commissions 
(CONTINUED ON PAGE 28) 
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1% OUR LANGUAGE 


possession that must be preserved 4 
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Tonight when you go home ogsin 
think of the protection you 
provide tor this beloved place 

through lite insurance. { 
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To help you unlock the minds of men 


inations. A successful career is available to you through the 
C.L.U. program. Be sure to contact your local €-L.U. 
Chapter or Life Underwriters Association for information 
about Fall courses. 


The C.L.U. key is the emblem of the specialist. 

It represents intensive training in the insurance field and 
qualifies you as a life underwriter of professional standing 
in your community. 

In short time the C.L.U. study course equips you with 
the broad knowledge and specific working tools of life 
underwriting; and, most important—it develops your skill 
in applying this background to life situations. Basically, this 
five-part program gives you the confidence, training, and 
prestige which ordinarily take years of experience to achieve. 

Over 400 Equitable representatives now wear the C.L.U. 
key. More than 1300 others are preparing for C.L.U. exam- 


Equitable 


Life Assurance Society of the U.S. 
393 Seventh Avenue, New York 1, N. Y. 














OLO LINE LEGAL RESERVE 


INSURANCE COMPANY 
T. H. PENTON © VICE PRESIDENT © AGENCY DIRECTOR 
PRAETORIAN BLDG. e 1603 MAIN ST. e DALLAS, TEXAS 
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Four Local Associations 
Win Public Service Awards 


Four local associations—Min- 
neapolis, Oklahoma City, Ashland, 
Ky., and Parsons, Kan.—have 
won the annual public service 
awards sponsored by National 
Assn. of Life Underwriters and In- 
stitute of Life Insurance for asso- 
ciations which have made _ out- 
standing contributions to health 
and welfare activities in their com- 
munities. 

Dr. Louis I. Dublin, the in- 
stitute’s consultant on health and 
welfare and coordinator of the pub- 
lic service program, presented 
bronze plaques to the presidents 
of the four winning local associa- 
tions at the annual meeting of NA- 
LU on Tuesday. 

The public service program had 
166 local associations competing 








Greetings 


To the delegates attending the 69th Annual Meeting of the National Association of 


Life Underwriters. Colonial Life representatives are privileged to be among the active 


members of this fine organization. 


It is particularly appropriate at this time that we salute nine Colonial field under- 
writers who have been invited to attend the 1958 Meeting in Dallas by the Company 


in recognition of their having qualified five times for the National Quality Award, one 


of the most valued and respected citations in the industry. 


CONGRATULATIONS TO 


Thomas Bartley, Edward Fehrenbach, 
Harrisburg, Pa. Asbury Park, N.J. 

George Daisy Frank Graziano, 
Pottstown, Pa. Connellsville, Pa. 

Andrew Dutko, Charles O’Donnell, 
Buffalo, N.Y. Connellsville, Pa. 


We wish them continued success and satisfaction in their chosen careers in 


the days ahead. 


THE COLONIAL 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE EAST ORANGE, NEW JERSEY 


Henry Mucha, 
Pittsburgh, Pa. 


William Pless, 
Perth Amboy, N.J. 


Joseph A. Yacullo, 
New Castle, Pa. 


LIFE 














2nd Day 


during its second year of operatig, 
which ran from July 1, 1957, 4 
June 30, 1958. 


Minneapolis For Heart Fund 


Minneapolis won first play 
among associations with mor 
than 400 members for its leader. 
ship of the Heart Fund campaigy 
in Hennepin county, which jp. 
cludes Minneapolis. Almost thé 
entire membership _ participated 


dnd 





Its contribution to the success oj 
the fund has helped in the develop. 
ment of open heart surgery at the 
University of Minnesota, consider. 
ed one of the world’s leading hear 
research centers. 

Oklahoma City captured firs 
place among associations with be. 
tween 101 and 400 members fo 
its public service in obtaining fin. 
ancial and professional support for 
the Oklahoma Medical Research 
Foundation. The project was car. 
ried out by teams of agents ané 
physicians. 


Ashland Assn. Is Winner 


Among the associations with be; 
tween 50 and 100 members, th 
Ashland association was named 
the winner for its local sponsor} 
ship of the 1958 National Safety 
Good Turn Project of the Boy 
Scouts of America. Association 
members were instrumental in} 
spurring a thorough inspection by 
Boy Scouts of local stores, factor. 
ies, and homes in a campaign to 
eradicate fire hazards. 

Parsons won first place among 
associations with less than 5 
members for its blood donor re 
cruiting activities and its public 
relations support of the local 
bloodmobile campaign. 


Certificates Of Merit 


In addition to the four major 
awards, the following associations 
were cited by the judges for cer- 
tificates of merit: 

—Associations with over 40 
members: Dallas, for its Cancer 
Crusade project, and Baltimore, 
for its Christmas and Easter pro- 
gram for children in hospitals. 

—Associations with 101 to 40 
members: Kansas City, for its 
training program for United Fund 
volunteers ; Springfield, IIl., for its 
Cancer crusade project, and St. 
Paul, for its Heart Fund project. 

—Associations with 50 to 100 
members: Aurora, IIl., and Sche- 
nectady, both for their Heart Fund 
projects. 

—Associations with less than 30 
members: Land O’Lakes associa 
tion, Hartford, Wis., for its Heart 
Fund project and LaGrange, 2. 
for its Red Cross blood bank pro 
ect. : 
The committee of judges which 
selected the award winners was 
made up of executives of the life 
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business and leaders in the fields 
of health and welfare. 
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WELCOME to 


the General Agents and 
Managers of Dallas Listed 
Below Are Happy To Extend 
Their Warmest Welcome to 
the Members of the National 
Association of Life Under- 


writers on the Occasion of 


Their 69th Annual Convention. 


the N. A. L. U. from DALLAS 
| — a 
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J. S. HARP, MANAGER 
BUSINESS MEN’S ASSURANCE 
COMPANY OF AMERICA 
1002 Tower Petroleum Bldg. RI 2-8210 
Dallas 


E. E. DALE AGENCY 


GUARDIAN LIFE OF AMERICA 
419 Wilson Bldg. RI 7-1661 
Dallas 


HAL D. WEBB, GENERAL AGENT 
LINCOLN NATIONAL LIFE 


Tower Petroleum Bldg. RI 1-9649 








MIKE MASSAD, G.A. 
CONNECTICUT MUTUAL LIFE INS. CO. 


P. H. HUFFSTETLER, MANAGER 
GREAT SOUTHERN LIFE INSURANCE 


NEWMAN E. LONG, C.L.U., MGR. 
GREAT-WEST LIFE ASSURANCE COMPANY 








JOHN NORMAN SAVAGE & ASSOCIATES 


PROVIDENT MUTUAL LIFE INS. COMPANY 
2816 Fairmount RI 1-4985 


Great Camp for Texas 
C. Robert Young, C. L. U. 
Great Commander 
2935 N. Henderson 
Dalias 


TA 4-0119 


Adolphus Tower RI 2-9123 COMPANY 
us ¥ : : 
D 4314 N. Central Expressway TA 4-3031 107 Mercantile Commerce Bldg. RI 1-6193 
a Dallas, Texas 
Dallas 
THE MACCABEES AUSTIN D. RINNE, GEN. AGT. 


THE NORTHWESTERN MUTUAL LIFE OF 
MILWAUKEE, WIS. 


1327 Kirby Bldg. 
Dallas 


RI 7-9355 
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GEORGE E. NASIF, MANAGER 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


191 Tower Petroleum Bldg. RI 1-6119 


TOMMY NORVELL, GENERAL MANAGER 


LIFE INSURANCE COMPANY 
OF NORTH AMERICA 


1101 Exchange Bank Bldg. 
Exch. Park, Dallas 


FI 7-5818 


L. MORTIMER BUCKLEY, C.L.U. 
& ASSOCIATES 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


1305 Mercantile Dallas Bldg. RI 7-8788 
Dallas 








A. C. PRENDERGAST & COMPANY 


Managers 
CONNECTICUT GENERAL LIFE INS. CO. 
321 Davis Bldg. RI 2-5111 
Dallas 


GORDON DURDEN, GEN. AGT. 
PAN-AMERICAN LIFE INSURANCE CO. 


2100 Jackson RI 7-0371 
Dallas 


F. C. SAVAGE, GEN. AGT. 
GUARANTEE MUTUAL LIFE INS. CO. 


1010 Gibraltar Life Bldg. RI 2-8818 
Dallas 








NATIONAL LIFE OF VERMONT 


906 Republic Bank Bidg. 





Dallas 
Ra 


RE 8-5184 








DANIEL D. ROSENTHAL 


Branch Manager 
SUN LIFE ASSURANCE CO. OF CANADA 


2525 Cedar Springs RI 1-5318 
Dallas 











R. B. HILLS, GENERAL AGENT 
AETNA LIFE INSURANCE COMPANY 


Corrigan Tower Bidg. RI 2-6201 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA G. GLASSER ASSOCIATES 


General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 

39 South LaSalle Street 


Chicago 3, Illinois CEntral 6-1295 








FREEMAN J. WOOD 


General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 








THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 








THE SWANSON AGENCY 
General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
H. G. Swanson Bob Swanson 


3300 Board of Trade Bldg. 
HArrison 7-8090 


2nd Day 


CHICAGO'S LEADING 


. 





EXTEND CORDIAL GREETINGS TO TH: 

















For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
John R. Breese, Robert E. Hannon, 
J. Keith MacKenzie, Assistant General Agents 
Earl W. Hatch, Brokerage Manager 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 








JAMES H. BRENNAN 


General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


RAndolph 6-2813 


111 West Washington Chicago 





CLAYTON E. MOTT 
and ASSOCIATES 


UNION TRUST LIFE 
INSURANCE COMPANY 
141 W. Jackson Blvd., Suite 1216 WAbash 2-3309 


HAROLD V. HAYWARD 
Agency Manager 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
79 W. Monroe St. FRanklin 2-7834 








BUD JOHNSON 


General Agent 


NATIONAL LIFE OF VERMONT 
208 S. LaSalle Street , CEntral 6-2500 











MAGINNIS & ASSOCIATES INC. 


Insurance Consultants 
Specialist in Association & Trade 
Group Insurance Plans 
“Coast to Coast Service” 
Accident & Sickness * Retirement * Life * Liability 
P Brokerage Business Accepted 
327 So. LaSalle St. HArrison 7-1441 


CHARLES E. BUTLER 


General Agent 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


1440 Board of Trade Bldg. Chicago 








ROBERT V. GREENFELD 
General Agent 
POSTAL LIFE INSURANCE COMPANY 
Suite 2004, 141 West Jackson Blvd. 


HArrison 7-5790 








RAPPAPORT AGENCY 


General Agents 
PACIFIC MUTUAL LIFE 


Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HArrison 7-7244 
Chicago 





R. S. EDWARDS & CO. 


General Agents 
Rockwood S. Edwards 
A. D. Stein 


AETNA LIFE INSURANCE COMPANY 


120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 











YOUNGBERG-CARLSON CO. 


General Agents 
CONTINENTAL ASSURANCE CO. 
All Form Ordinary, Group and Pension Plans 

Non-Cancellable Accident and Health 
SAM LELAND, MGR. 
223 W. Jackson Blvd. Chicago 6 HArrison 7-6869 
621 S. Spring St. Los Angeles 14 TRinity 6681 
“Brokerage & Surplus Business Solicited” 








JOHN O. WILSON 
General Agent 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 6-3444 








BOB OBER 


Manager 
NORTH AMERICAN LIFE ASSURANCE 
TORONTO, CANADA 
“Low Cost—High Commission” 


1 No. LaSalle ANdover 3-7537 
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ay 400 INSURANCE COMPANE 


BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Ill. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 


John P. Mulloy, Brokerage Supv. 
Telephone RAndolph 6-1194 


222 W. Adams 
Chicago 6, Illinois 


Suite 745 








CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 











GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6.7709 


WALTER C. LECK AGENCY 


STATE MUTUAL LIFE ASSURANCE CO. 
OF AMERICA 


Walter C. Leck 
309 W. Jackson Blvd. 
HaArrison 7-4110 


General Agent 
Chicago 6, Il. 


MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


John T. McDonough Agency 
One N. LaSalle FRanklin 2-7822 


Brokerage & Surplus Business Invited 
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One Stop Service for your Surplus and 
Substandard Business 
If we can’t issue it—we tell you who will 


JOHN W. LAWRENCE, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
135 S. LaSalle St. ANdover 3-1820 


JOHN H. JAMISON 
and ASSOCIATES 


General Agency 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 


J. JEROME MILLER AGENCY 
208 S. LaSalle St. 
ANdover 3-6876 


Suite 776 














FREDERICK I. SMITH 


General Agent 
“Brokerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


One N. LaSalle Street CEntral 6-8648 


R. M. MAC CALLUM 
and ASSOCIATES 
Representing 
WASHINGTON NATIONAL INS. CO. 


R. M. Mac Callum, General Agt. 
Ground Floor City National Bank Bldg. 
208 S. LaSalle St. FI 6-0788 


FRANKLIN LIFE 
Chicago Division 
Profitable Agency 
Opportunities Available 
Regional Office 
120 S. LaSalle St. 


F. J. BUDINGER 
REGIONAL SALES DIRECTOR 


Chicago 














CLIFFORD F. SOUKUP 
General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


39 So. LaSalle St. 
RAndolph 6-6588 


Suite 721 


GEORGE H. GRUENDEL, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


CHICAGO 209 So. LaSalle RAndolph 6-6514 
ELGIN 1119 Sherwood SHerwood 2-9370 
SKOKIE 69 Old Orchard ORchard 4-1805 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 


Telephone CEntral 6-7400 


38 S. Dearborn St. Suite 605 


Chicago 

















MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


sunf INSURANCE COMPAND 


C. E. Rothermel, Jr., C.L.U. 
Joe Moody - Gene O'Reilly 
175 W. Jackson Blvd. 


Chicago 


HAMILTON FERGUSON 
General Agent 


OCCIDENTAL LIFE 
INSURANCE COMPANY 


Suite 2051 135 S. LaSalle St. 
ANdover 3-1883 














W. A. ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 


General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
135 South LaSalle St. FRanklin 2-7300 


icago 
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Texas Huge In Ownership Of Life 
Insurance, Too, Institute Survey Finds 


Texans at the convention 
of NALU in Dallas had an addi- 
tional reason for pride in their 
state’s bigness handed to them on 
the eve of the meeting. The Insti- 
tute of Life Insurance had just re- 


growth, covering the period 1940- 
57. 

The institute found that Texas 
families owned $22 billion of life 
insurance at the start of 1958, a 
gain of more than 500% since 1940. 


leased its first comprehensive Average family ownership of near- 
study of Texas life insurance ly $7,600 represented over a 100% 
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increase within the past decade. 

Ordinary insurance accounted 
for more than half of the life in- 
surance owned by Texas families 
at the close of 1957. In 1957, $2.8 
billion of this protection was pur- 
chased to bring total ownership 
to $12,782,000,000 at the end of 
the year, 114% more than in 1950. 

Group insurance ownership in 
Texas reached $6 billion at the 
close of 1957, three times the 
amount in force in 1950. Indus- 














"5 Sell Life Insurance but I Don’t Sell Alone!” 


SAYS ROBERT W. DUNSTAN, OF WARREN, OHIO AND THE CLEVELAND OFFICE—A LEADING AMERICAN UNITED PRODUCER 


“T believe that selling life insurance requires partnership. 

“That’s why I’m in business with American United, 
‘The Company with the Partnership Philosophy’—a phi- 
losophy that’s also shared with our policyholders. 


My home office “partners” —key personnel who back me in the field— 
are pictured in background of above photo. In front of desk, left to right: 
Ralph Caldwell and Les Barlet. At desk, left to right: John Ulrey, Ralph 
Campbell and John Pearson, M.D. Right-hand group: Fred Letwin, 
John Lauter, and Morris Conn. 








“T’m backed-up by enthusiastic, progressive specialists in 
all departments of the home office, and by my agency. They 
willingly work with me to solve my clients’ problems. 

“We have all forms of Life, Group and A & S. Every- 
thing that’s new! And, we have good tools to help me sell. 

“With this kind of partnership help, I do a better job of 


selling and servicing for American United. 


FE 


“It’s a great company to buy from... and to sell for!” 


AMERICAN UNITED LIFE INSURANCE COMPANY * HOME OFFICE: INDIANAPOLIS, INDIANA 


American United 


NSURANCE COMPAN 








ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY - GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING—REINSURANCE 


2nd Day 


trial policies accounted for $j 
billion of protection on the live 
of Texans on Dec. 31, 1957. Texans 
also owned $1.4 billion of cred 
life insurance protecting lender 
and the families of borrowers, 

Texas families received abo 
$235 million in life insurance bene 
fit payments in 1957, almost triple 
the payments in 1950. Almost 60% 
of this amount represented liyj 
benefits paid to policyholders 
themselves. 


Received $98.1 Million 


Under their health insurance 
policies with the life insurance 
companies, Texas families received 
in 1956 (last year for which fig. 
ures are available) $98.1 million 
in payments for hospital, medical 
and surgical bills. 

There were 339 life insurance 
companies with home offices jg 
Texas at the start of 1957. This to. 
tal placed Texas first in the coun- 
try, with three times as many in- 
corporated life insurance compa- 
nies as any other state. At the 
start of 1957, Texas life companies 
had a total of $13.8 billion of life 
insurance in force and assets of 


$2.2 billion. 


Metropolitan Life Reception 


Metropolitan Life’s reception at 
the Statler-Hilton hotel Thursday 
night will have as hosts Emile P. 
Arnautou, superintendent of agen- 
cies; Ernest K. Beckley, executive 
assistant; Joseph F. Flood, 3rd 
vice-president and field personnel 
officer; John J. Gill, superinten- 
dent of agencies; Wilbur W. Hart- 
shorn, superintendent of agencies; 
Alexander Hutchinson, 2nd _vice- 
president; Lawrence W. Jackson 
administrator of courses; Karl H. 
Kreder, 2nd vice-president ; Henry 
E. North, vice-president; John S. 
Ray, assistant superintendent of 
agencies; Thomas M. Stokes, ad- 
ministrative assistant, and Earl R. 
Trangmar, 3rd_ vice-president. 


Gulf Life Representatives 


Here for the convention as home 
office representatives of Gulf Life 
are William J. Hamrick, senior 
vice-president ; George B. Radford, 
agency supervisor; Earl E. Peters, 
advanced underwriting consultant, 
and Harold A. Gokey of the group 
administrative department. 


Connecticut Mutual Hosts 


Connecticut Mutual Life’s com- 
pany dinner at the Adolphus hotel 
Thursday night has as_ hosts 
Charles J. Zimmerman, president; 
Vincent B. Coffin, senior vice-pres- 
ident, and Horace R. Smith, as- 
sistant agency vice-president. 


Here From Pan-American Life 


Pan-American Life’s home office 
is represented at the convention by 























John Y. Ruddock, senior vice- 
president; Kenneth D. Hamer, 
vice-president and agency director, 
and Bernard S. Lyon, superinten- 
dent of agencies. 
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GENERAL AGENTS 
AND MANAGERS 
EXTEND BEST 
WISHES TO THE 


69th 
ANNUAL 
N.A.L.U. 
MEETING 





MARSHALL GOODMANSON 


Manager 
PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 


SUtter 1-7903 


400 Russ Bidg. San Francisco 4 


J. DENNY NELSON 
General Agent 
AETNA LIFE INSURANCE CO. 


“Brokerage Service”’ 
Telephone YUkon 2-4040 


220 Montgomery St. — San Francisco 4 


A. D. HEMPHILL, C.L.U. 
Agency Manager 
THE EQUITABLE LIFE 
ASSURANCE SOCIETY 
EXbrook 7-0800 
120 Montgomery St. San Francisco 4 








CAPTAIN WEBSTER GROSS, SC, USN (RET.) 
General Agent 
GOVERNMENT PERSONNEL LIFE 
INSURANCE COMPANY 
PRospect 5-6400 
609 Sutter St. San Francisco 2 


D. J. ROBERTSON, MGR. 


Brokerage & Surplus 
San Francisco-Oakland Agency 
SECURITY-CONNECTICUT LIFE 
INSURANCE COMPANY 


DAVID S. KAMP 


General Agent 
HARRY W. DAY, Ass?f. Gen. Agent 
Brokerage Service 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 

















GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE CO. 


YUkon 2-6130 


353 Sacramento St. San Francisco 


YUkon 2-1320 EXbrook 2-0888 
320 Market St. San Francisco 333 Pine Street San Francisco 4 
E. A. ELLIS F. J. VAN STRALEN, C.L.U. 


GENERAL MANAGER 


LIFE INSURANCE COMPANY OF NORTH AMERICA 
YU 2-8500 


244 Pine St. San Francisco 


General Agent 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 
GArfield 1-3866 
111 Sutter St. San Francisco 4 








D. M. BROVAN—C. D. BROVAN 
General Agents 
UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter St. San Francisco 4 


MELVIN M. MILLER, BROKERAGE MANAGER 


Sayre, Toso & Schaefer, Inc. 
California General Agents 


GREAT-WEST LIFE ASSURANCE COMPANY 


Brokerage or Surplus 
GArfield 1-0817 


Suite 1301-Russ Bldg. San Francisco 4 


B. W. WALKER 
Inspector of Agenci 
NEW YORK LIFE 
INSURANCE COMPANY 
DOuglas 2-6820 
433 California St. 
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| 114 Sansome Street 


UNION MUTUAL LIFE INSURANCE COMPANY 
KENNETH D. RHUDY, BRANCH MANAGER 
JAMES C. RYAN, GROUP MANAGER 


San Francisco 4, Calif. 
Suite 614 YU 22-9170 
life, Group, Non-Cancellable Sickness & Accident 








EMMET D. HORAN 


Manager 
PHOENIX MUTUAL LIFE INSURANCE CO. 


Prompt Brokerage Service 
DOuglas 2-1851 


111 Sutter St. San Francisco 4 








CHARLES S. BROWNING 
Manager 
JOHN E. CAUGHMAN, Asst. Manager 
THE CANADA LIFE ASSURANCE 
COMPANY 
S$Utter 1-4860 


200 Bush St. San Francisco 4 
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Scratch Agency Only Six Years Ago, It Now Has 18 Agents 


they are sold on the business and 
this agency, they won’t bring in 
prospective agents no matter what 
we do. 

We started two men in the past 
12 months who were recommended 
by our own associates. 

Forty-five men came from the 
personnel department “screeners” 


(CONTINUED FROM PAGE 8) 


of large non-insurance companies 
in the Philadelphia area who rec- 
ommended men they interviewed 
but whom they couldn’t place in 
their companies. 

Fifty men were referred to us by 
prospective agents whom we re- 
jected. This has turned out to be a 
real gold mine for us, but until 


recently we were too stupid to 
pick up the nuggets that were ours 
for the taking. By the time we 
have interviewed, tested, and in- 
vestigated a prospective agent and 
found him not suited for our busi- 
ness, we know enough about him 
to know in what sort of a position 
he would fit. Through our contacts 








CONTINENTAL AMERICAN 
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Impressive Record of Continental American Progress 


Average Policy Size 
New Insurance 
Written 


insurance 
in Force 


- Total Insurance 
in Force 





CONTINENTAL AMERICAN LIFE 











1957 1955 
$13,764 $12,225 | 
$7,445 $6,802 | _ 
$418,417,780 | $357,409,368 


INSURANCE COMPANY 


For many years, Continental 
American’s high average 
policy size—both in new 
msurance written and 
insurance in force—has 
ranked this company 
consistently among the top 
five life insurance companies 
in the nation. This 

notable distinction is due in 
part to Continental American’s 
specialization in preferred 
class insurance, with 

resulting savings to purchasers 
of life insurance in larger 
amounts. It is also due to 

the generally superior 

quality of our product, and to 
the quality of our representation. 
These factors have produced 
facts. They appear in the 
chart below. They 

furnish convincing proof of 
our growth, stability, and the 
soundness of philosophy 

on which Continental 
American operates. 










Wilmington, Delaware 
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with our personnel departmey 
screeners and other industries, y, 
try to help this man find a positio, 
somewhere else. { 


This rejected prospective agent 
thi 


on the other hand, knows by 
time pretty much the kind of 
we are looking for. In return 
our help in placing him elsew 
we expect the rejected prospeetiy 
agent to refer us to someone } 
knows whom he thinks would } 
qualified for our business. We; 
only been doing this for 12 mont) 
and, besides interviewing 50 mm 
from this source, we have take 
one man. The personnel depan 




















ment men of other companies a} 4 





grateful because every once ip 
while we stumble on a man wh 


can fill a position they have oper) 


Interviews His Wife 


Once we’ve found a man succes 
fully passes our preliminary tes 
and interviews, we really go 
work. He is interviewed by m 
my supervisor, and at least thr 
of our associates, not including 
interview with his wife in hi 
home. During this time, we a 
talking to his references. 

It is at this point that we sta 
selling the man on us. We parad 
our associates before him until hi 
head swims from seeing rosy 
cheeked young men. 

We sell him our average associ 
ate who, after 234 years of experi 
ence, produces at the rate of 650, 
000 per year. 

We sell our training progra 












344 N. 


BEN. 





We sell no bull pen, but privat 
offices—they may be awiully 
small, but they’re private! 

We sell the best office organi 
zation in the city. 

We even sell background music 
in the office, plus a coffee-pot. 


Makes It Tough To Join 


Then we take it all away and try 
to make it tough for him to enter 
the golden circle. He must now 
undergo six weeks of pre-contract 
training. 

I should like to make it clear at 
this point that our pre-training 
course serves two basic purposes. 

First and most important it’s a 
selection tool to help us eliminate 
the unfit who managed to get 
through our selection screen up to 
this point. 

Secondly, it’s a training device 
to give a man a head start in the 
business. ‘ 

We run our pre-training like an 
obstacle course, trying to make our 
assignments just as tough as pos 
sible. 

First, we run our course at the 
most disagreeable time possible— 
Wednesday night and Saturday 
morning. 7 

We'll find out before he starts! 
our man will work nights and 
Saturdays. ; F 

They will work twice as har 
during these six weeks than they 
will when they get into the bust 
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L. V. Drury, Chairman Gen. Agts. & Mgrs. Conference-C. F. Merz, Chairman Exec. Secys. 


Philadelphia’s Leading 


General Agents and Managers 


- Send Cordial Greetings to the 


N.A.L. U. 


69th Annual Convention 
“Welcome” To Our City in 1959 
















FREDRICK G. HIGHAM AGENCY, INC. 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


344 N. Broad Tel: RI 6-2783 


In appreciation to Al Adams 
for a job well done. 


ARTHUR R. GREMEL 
Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
1500 Walnut St. Bldg. Tel: KI 6-0100 





RALPH H. RICE JR., C.L.U. 
Manager—Philadelphia Agency 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
1401 Walnut Tel: RI 6-6010 
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BENJAMIN M. GASTON, C.L.U. 


Branch Manager 
NORTH AMERICAN LIFE 
ASSURANCE COMPANY 


1830 Philadelphia Natl. Bk. Bldg. 
Rittenhouse 6-8163 


H. S. BAKETEL JR., C.L.U. 
General Manager 
UNION CENTRAL LIFE INS. CO. 


6 Penn Center Plaza Tel: LO 7-2442 


EDWARD L. REILEY, C.L.U. 


General Agent 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


Tel: PE 5-1456 


820 Western Saving Fund Bldg. 
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FRED VAN URK AGENCY 
Representing 
UNITED BENEFIT 
LIFE INSURANCE CO. 
123 South Broad St. Tel: KI 6-1500 


FINKBINER COMPANY, GEN. AGT. 
AND ASSOCIATES 


A. C. F. Finkbiner, C.L.U. 
A. C. F. Finkbiner Jr., C.L.U. 
The NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
1405 Locust St. Tel: KI 6-1234 


THOMAS F. IRWIN AND ASSOCIATES 
, PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


3 Penn Center Plaza Tel: LOcust 8-0535 
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JAMES A. GALLIGHER 
General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza LOcust 8-2033 


JOHN C. KNIPP, JR., C.L.U. 
General Agent and Associates 

THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


1906 Architects Building 17th & Sansom St. 
Tel: LOcust 7-5131 


WILLIAM G. PIERCE, C.L.U. 
General Agent ; 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


6 Penn Center Plaza LO 8.2050 
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HERBERT M. CADY, MGR. 


Frank J. Campbell, Mgr. Bkge. 
Jay D. Utley Jr., Dir. Bkge. Services 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


Phila. Savings Fund Bldg. Tel: WAlnut 3-2525 


ROBERT B. ARMSTRONG 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza Tel: LOcust 8-2920 


DAVID M. RUDOLPH AGENCIES, INC. 
General Agent’ 
LIFE ASSURANCE COMPANY 
OF PENNSYLVANIA 


2041 Walnut St. LOcust 4-5480 
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L. V. DRURY 


Manager 
SUN LIFE ASSURANCE COMPANY 
OF CANADA 

Tel: PE 5-4600 








JOSEPH H. REESE, C.L.U. 
General Agent 
PENN MUTUAL LIFE 
INSURANCE COMPANY 


6th & Walnut WaAlnut 5-7300 








NORRIS MAFFETT, C.L.U. 
General Agent 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


1420 Walnut Tel: KIngsley 5-5101 
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study course. This in itself in- duct at least two prospecting in- —Does his performance show sales they think they can Make| with ¢ 
volves about 50 study hours on terviews each week. that he has practiced outside the He'll press you for a date he ca ever, 
their own. In the clinic meetings They even accompany an active class on sales tracks? start full time. sold 
they learn a basic single need agent on at least two actual inter- —Does he do his study assign- They drop out of this Progran| busine 
sales and prospecting track. They views as an observer. ments and complete 25 prospect like flies! But once in a while,] pensio 
learn how to use the telephone to Here’s what we look for during cards each week ? man sticks—our man. of the 
make appointments and even make this time: Now Or Never In the past 12 months, we hay| for ju 
live calls to set up interviews for —Does our prospective recruit If he doesn’t do these things had 20 men in pre-contract train) ever b 
active agents in the office. attend all sessions: now he'll never do them once he’s ing and have only started three} In 1 
Must A Ae —Does he take it seriously? full time. : these men. some 
en —Watch out for the one who Some men, however, will start | We assumed six years ago th years 
They must bring in 25 completed misses because the baby was sick to think like life insurance men— we were not exceptional selectox} jnilliot 
prospect cards each week and con- —or who comes late to class. begin to tell you about possible so this program helps protect y} showe 
against ourselves. rest. 
Now that our man has survive provid 
this far, how do we get him t} young 
produce? We are convinced th to be 
our new associate will survive not If, z 
because of what he knows, but a to be 
the basis of how fast he acquire) me to 
skills and habits. After he’s ee an Op) 
vived, we will give him the knowl} that wv 
edge and finesse to become 4 the pi 
“business gentlemen” at our le! fyture 
sure. ers. 
Three 2-Hour Clinics In | 
: a Sef 
Our new associate has thre Hunti 
2-hour clinics per week with othel This | 
new men and our supeeraa four. 
where by drill and practice hi pouse 
learns the skills of using the tele} cent t 
phone to get appointments, using ing P 
a sales track, and how to prospect} than 
On Monday morning, for ex} 9 th 
ample, these men make inter-offic/ agent 
phone calls to practice their tech. pany. 
niques, plus calls to “live” pros, 
pects with the other clinic members A 
listening on extensions. ie : 
They drill and drill on inter: Firs 
views and closing techniques and ono 
how to get referred leads. They ao ’ 
do one full day of joint work each| 29° F 
week with our supervisor for six} 4” - 
months. with 
They have a coaching conference] 'S 2 I 
each week on results and records. on 
Our standards are: 75 phone wen 
calls per week will give 15 appoint-| PTOC™ 
ments which will give 1% sales a 
each week. : se 
If our new associate misses, he’s a 
got a lot of explaining to do. In nil 
their first year, we don’t give our a” 
new men time to think. They dont] — I 
go to the men’s room without our ep 
knowing it and why. If they get il 
in trouble, we give them our per- ne 
sonal cases. — 
We know this is wrong, but sal 
three years ago, for example, ! ato 
Ms : : gave a $10,000 ordinary life case ‘intl 
to one of our young men to keep vt : 
e OIn e In us him in the business. In 1957 this this 
young man paid for 120 lives for — : 
® e over $14 million. I want to make devel 
| { Alb [ * Ad a lot of mistakes like this. Planr 
I Salu IN? Cr , alms sore fhould Stay Prada fie 
~— , ‘ 2 ais , ‘ I am convinced that the selling — 
Retiring President of the National Association of Life Underwriters phase of our business is losing to L 
other industries and to ey | : 
It is typical of Albert C. Adams that he brought thoughtful service to John Hancock and the insurance industry. ment a great many _ successft We 
4 dienibed leadecchi his off Presid ow ; A salesmen who should stay as prfo-] client 
and dignified leadership to his office as President of the As he enters his next phase of service to the N.A.L.U.— as ducers. These men have survived] memt 
N.A.L.U. during the past year. Immediate Past President — we join with life underwriters the ravages of early turnover and] the s 
Typical because he has always given this quality to any job everywhere in offering Mr. Adams our congratulations for have become successful, but they } have 
he has undertaken, as demonstrated by his many years of a job well done. come to feel that life is boring] techn 
Too often, we in management] ous | 
are tempted to leave well enough | the p 
alone and to concentrate on OWl9 ing a 
problem children. We are prone 09 the { 
MUTUALJ/LIFE INSURANCE COMPANY spend a greater amount of time § writir 
BOSTON, MASSACHUSETTS wrestling with our failures than fers q 
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with our successes. In time, how- 
ever, these successful men have 
sold enough family programs, 
business cases, estate plans, and 
ensions to take the romance out 
of their business lives. The quest 
for just more dollars cannot for- 
ever be their incentive. 

In 1956 we found ourselves with 
some of these men—all under 32 
years of age, who could sell $1 
million of insurance each year. All 
showed signs of boredom and un- 
rest. The business was no longer 
providing any challenge to these 
young men—nor the opportunity 
to be creative and to grow. 

If, as general agent, it is my job 
to be their leader, then it’s up to 
me to provide a real challenge and 
an opportunity to create. We feel 
that we have found the solution to 
the problems of providing a real 
future to these successful produc.- 
ers. 

In February of 1956 we formed 
a separate company known as 
Hunting Planning’ Associates. 
This group, initially composed of 
four men including myself, is 
housed in separate quarters adja- 
cent to the general agency. Hunt- 
ing Planning Associates is more 
than just a facade to hide behind 
so that you’re not just another 
agent from another insurance com- 


pany. 
A Profit-Sharing Venture 


First, these men are leaders and 
must be given the chance to exer- 
cise leadership—to make decisions 
and participate in management. I 
am an equal partner in the firm 
with no power of veto. The firm 
is a profit-sharing venture, as the 
agency contributes to Hunting 
Planning Associates, based on the 
production of the firm, including 
my own personal production 
which is channeled through the 
company. The members of the 
firm then decide where the money 
will be spent and what for. 

I was amazed at how wrong I 
would have been if, as general 
agent, I had tried to spend the 
money myself. Right now, every 
penny we get our hands on goes 
into quarters, sales promotion, 
secretarial services, lawyers’ and 
accountants’ fees. However, we 
jointly decide where the money 
will go. We are convinced that 
this company is the merchandising 
unit of the future. First, we are 
developing our clients as Hunting 
Planning Associates clients rather 
than clients of the individual as- 
sociates, 


Deal With Other Members 


We carefully arrange that our 
clients get used to dealing with 
members of the firm other than 
the so-called writing agent. We 
have divided the responsibility for 
technical competence in the vari- 
ous phases of insurance among 
the partners and are slowly build- 
ing a staff to free the members of 
the firm from all detail, even 
writing applications. The firm of- 


| fers a complete service, including 
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a. general insurance department 
staffed by a full-time casualty 
manager. 

The agent is becoming more of 
an account executive than a sales- 
man, as we know him. His job is 
to sell the services which we as a 
firm can perform. 

With the increase in social se- 
curity, group life, pension plans, 
and deferred compensation, the 
market to which we want to sell 
is rapidly narrowing. We are really 
excited about the future of the 
firm and its role in what will be 
the fierce struggle for the top in- 
surance dollar. 


Conditions For Eligibility 


Any new associate in the agency 
is eligible for | membership in 
Hunting Planning Associates 
when he fulfills the following re- 
quirements: 


—He must have been with us 
for two years. 

—He must have completed New 
England’s full training course. 

—He must have passed at least 
one CLU exam and agree to obtain 
the designation. 

—His production must have 
exceeded $750,000 the previous 
year. We believe our younger men 
in the agency will work harder to 
join such a select group than just 
because it’s good for them. 

Hunting Planning Associates, 
to us, is a device to retain those 
men who are successful. In many 
respects, it satisfies some of the 
desires any man has for manage- 
ment work. 

It also provides us a_ vehicle 
under one roof with a small group 
of well-qualified underwriters to 
face the competitive threat of 
multiple line sales. With such a 
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group, we can afford a good gen- 
eral insurance department without 
paying the price of lost time for 
the life insurance business because 
of casualty service problems. These 
are the things we are doing in an 
attempt to build our agency. 

I do not want to appear naive, 
however, I feel that it has been an 
easier job to have started a scratch 
agency than to have taken over an 
established office. A scratch office 
offers the opportunity to devote 
100% of your time to building an 
organization unencumbered by un- 
familiar service problems, office 
detail, and another general agent’s 
associates. 

Too often, the new manager or 
general agent will become so en- 
grossed with the problems already 
existing that he will be seriously 
handicapped in building a new 
organization. 





Robert C. ‘‘Bob”’ Braun 
Assistant Superintendent of Agencies 





Cedric Burgher, Pres. 
Home Office: Dallas, Texas 






W. W. “‘Woody”’ Deason 
Assistant Superintendent of Agencies 


Ed E. Sammons 
Vice President, Agency Director 


SONS WHY 


UNITED FIDELITY 
LIFE 

HAS A 

50% INCREASE 
IN PRODUCTION 
THIS YEAR 









Andrew G. ‘“‘Andy’’ Dickinson 
Field Supervisor 





UNITED 


FIDELITY 
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UB-STANDARD AND SURPLUS LIFE INSURANCE 


A separate and independent organization with more than 30 years’ experience in this 
field, we are not employed by—nor in competition with—any life insurance company. 
We do, however, act as General Agent for many companies, using their combined 
coverage to offer life underwriters and their clients a unique and specialized service. 


In effect, we have applied the “Lloyd’s of London” idea to the life insurance business 

and are able to act as a Life Insurance Clearing House to help you with risks that your 
own company will not accept. In addition, for large cases—either standard or sub-standard 
—we can supply the surplus amount required beyond your own company’s retention. 


Each company we represent has been carefully analyzed and selected on the basis of 
character, proved ability of management, financial strength, high earning power 


and sound underwriting. 


Fe 


5 


n 30 years, we have been helping life underwriters everywhere to obtain 
Sub-Standard Life Insurance for those of their clients who may require it. 


First Year and Renewal Commissions are paid and guaranteed 
to you by the company issuing the Policy Contract 
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elphia National Bank Building 
phia 7, Pa, « Telephone: Rittenhouse 6-7141 
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Agents Committee 
Notes Indifference 
To Multiline Trend 


Reporting on the agents forum 
held during the midyear meeting 
of NALU in Birmingham, Harry 
K. Gutmann, Mutual of New York, 
New York City, the agents com- 
mittee chairman, said the subject 
of the forum discussion, the trend 
to multiple line operations, aroused 
surprisingly little interest. Follow- 
ing is an abbreviated version of 
the pre-convention draft of the 
agents committee report: 

Candor compels the admission 
that the audience generally seemed 
surprisingly unconcerned over this 
trend and did not seem to sense 
in it any dire forebodings for their 
own operations. Nevertheless we 
feel that the subject was deserving 
of examination at this juncture in 
our forum and that a substantial 
contribution was made to the in- 
dustry’s thinking on the problem. 

Heretofore the semi-annual meet- 
ings of the committee of agents 
have been given over to a consid- 
eration of the reports of NALU’s 
other committees, with particular 
reference to matters affecting the 
agent. 


Expanded Forum 


At the Birmingham meeting the 
committee discussed (and invited 
participation from others attend- 
ing the meeting) various prob- 
lems affecting the industry and 
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the agent. Thus the committee 
meeting became an expanded 
agents’ forum, debating such issues 
as group limits, the part-time 
agent, increasing term insurance 
sales, and the so-called bank loan 
plan. 

Debate on this latter problem, 
one which has plagued the indus- 
try and NALU for much too long, 
concluded by recommending to 
the national council a resolution 
designed to clarify the NALU po- 
sition adopted last year. This reso- 
lution (reprinted in the final com- 
mittee reports of the Birmingham 
meeting), although not adopted by 
the board of trustees, did stress 
the necessity of defending against 
any legislation which would tend 
to “destroy the sound property 
values for emergency purposes 
found in the majority of our pol- 
icies.”” 


Here From Shenandoah Life 

Howard Kelley and George E. 
James Jr., superintendents of agen- 
cies of Shenandoah Life, are rep- 
resenting the home office at the 
convention. 


Hosts For Indianapolis Life 

Hosts for the company dinner of 
Indianapolis Life at the Baker ho- 
tel Thursday evening are Arnold 
Berg, agency vice-president, and 
Eugene M. Busche, field super- 
visor. 


to meet my budgetary require- 
ments. These figures are then bro- 
ken down into monthly and week- 
ly objectives which in turn pro- 
vide the daily course on which to 
operate. 

It also is necessary to make a 
complete analysis of sources and 
types of business that have proven 
successful. For example, in 1957, 
40% of my business came from re- 
ferred leads, 40% from policyhold- 
ers, 10% from direct mail, and an- 
other 10% from company leads, 
acquaintances, and miscellaneous 
sources. To illustrate more com- 
pletely the foundation of my oper- 
ation, programing cases last year 
provided for 20% of my total vol- 
ume and 15% of premium; juve- 
nile cases produced 25% of the 
volume and 15% of premium; es- 
tate planning cases produced 35% 
of the volume for a like percent- 
age of premium; 
profit sharing work resulted in 
15% of total volume and 25% of 
premium, the remaining 5% of 
volume for 10% of premium was 
in package selling and business 
insurance cases. 

You will note the large percent- 
age of juvenile insurance. This has 
resulted primarily 
where I have planted the juvenile 
idea in the mind of a new grand- 
father. This almost beats indivi- 
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experience that a grandfather ca, than 
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Another Source Of Juvenile } dropf 
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business has resulted in case futur 
when I found fathers, or eye 
grandfathers, either uninsurab} 
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speak from some personal expe, vse 
rience, this is an uncomfortabk reid 
situation and they are particularh “ 
susceptible to a suggestion tha vot 
this problem could be eliminate gg 
for their offspring. If you don’t al. = ie 
ready do it, I suggest you try the ee 
pension and juvenile approach the next tim 30 
you get a rating or declination. : 
I had another happy experienc : np 
in this market with the presiden re 
of a large Philadelphia corporal ore 
tion, his company having grow "Th 
substantially during the last 2 ee 
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every means I could, from emo} : a 
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was that there could be no great- 
er gift than his corporation stock 
for it would continue to grow and 
ow. 

As a final point, I stressed the 
uaranteed growth of life insur- 
ance cash values and the possible 
declination in value of his corpor- 
ate stock. The lack of respect con- 
tained in that idea resulted in my 
hasty removal. But he must have 
remembered something, for in less 
than two years, when business 
really got competitive and the 
market value of their stock 
dropped by two-thirds, his wife 
called me. The result—four $25,- 
000 applications and a pretty good 
future prospect. 


Mostly Referred Leads 


Basically, most of my business, 
in spite of the variety, has resulted 
from a simple programing or es- 
tate analysis approach to persons 
who have been directly or indirec- 
tly referred to me. Most of my 
existing policyholders originated 
as referrals. Even my direct mail 
of 200 names per week is basically 
a result of corporate, professional, 
and private school directories that 
friends have turned over to me, 
with indicated referrals. 

These referrals generally are 
obtained from one week to six 
months after the referror was sold 
—after he gets over any initial 
shock of new premium payment 
and realizes what a wonderful 
thing he has accomplished. My 
average referror gives me approxi- 
mately five qualified leads, occa- 
sionally a great many more and 
any introductions I may request. 

In connection with the direct 
mail activities, I have accumulated 
about 20,000 names but generally 
do not mail the same group twice, 
with the exception of executives 
and professional people. The mail- 
ing pieces used are company direct 
mail letters which call for postcard 
replies. When these replies are 
received, we write the replier a 
letter enclosing the information he 
has requested, and within a period 
of one week follow the letter up 
with a telephone call for appoint- 
ment. Most of the names used are 
cold names although I will occa- 
sionally place on direct mail lists 
large groups of referred leads, and 
in that case will follow up both 
repliers and non-repliers. 


Direct Mail Not Cheap 


This direct mail activity involves 
a fairly financial investment which 
does not immediately pay for itself 
in new business obtained. It does, 
however, assure a continual source 
of new people to contact, keep your 
telephone approach and sales pre- 
sentation sharp, and guarantee that 
you will always have calls to make. 

The package and miscellaneous 
sales have been pretty much on a 
catch-as-catch-can basis, although 
a recent experience has _ really 
opened my eyes. I spent almost 
two hours with a young engineer 
in his office and finally got an 
application with a $10 monthly 
Premium. On the way out, I half- 
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heartedly asked the receptionist if 
she was saving any money, and in 
less than 10 minutes obtained a 
$520 annual premium. Frankly, 
that was the first receptionist I 
ever asked the question of, but not 
the last. ie 

Almost all of my selling inter- 
views are on the basis of an ap- 
pointment made either by tele- 
phone or letter, or both. I have 
found that a letterhead indicating 
both Round Table membership and 
CLU designation, combined with 
the use of my executive electric 
typewriter, carries sufficient pres- 
tige that most individuals receive 
you well when a telephone call for 
appointment is made. These ap- 
pointments are usually in either 
the prospect’s or my office—rarely 
at his home and also seldom at 
night. I believe that most insurance 
men in night-time operation are 
there by choice, since most people 
will see you on the basis of your 
suggestion. 


Another thing I have learned 
in my short span in the business 
is to make every appointment as 
profitable as possible through ob- 
taining complete information on 
family background, finances, 
family businesses and trusts, pos- 
sible inheritances and the like. This 
really proved its value in one case 
last year when I had almost given 
up on an attorney friend of mine 
but uncovered a family trust under 
which he was an ultimate bene- 
ficiary. We were able to sell the 
trustees on a split-dollar arrange- 
ment for his brother and himself 
that produced two $50,000 cases 
where I had almost given up on 
selling him considerably less. 


Inheriting Cash Value _ 


Being beneficiaries under the 
trust means they will eventually 
inherit the policy’s cash value, 
which will be added to the perman- 
ence of their insurance program. 
In other cases, prospects have dis- 
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cussed family security holdings 
which we have utilized in term 
trusts to enable the younger gener- 
ation to get their programs in 
order, and in several cases to even 
get grand-children started on sub- 
stantial amounts. 

Most information is obtained on 
the first interview with my pro- 
spects, who are usually young 
executives, professional men, small 
business owners, or men capable 
of making gifts. In this interview, 
I generally outline the purpose of 
a program or complete estate plan 
and use my own survey and estate 
plan as an illustration. Opening 
my own life insurance books, so to 
speak, aids substantially in getting 
a prospect first, to think in larger 
terms, and second, to give me the 
complete information necessary to 
establish his problems. My final 
objective in the first interview is 
to create an emotional desire on 
his part to solve his problems, and 
to sell the philosophy of life insur- 
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tected by Southland Life insurance plans, may truly... 


Face the Future with Confidence 
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ance. It is also necessary for him 
to get examined to determine his 
insurability, on the basis that ad- 
ditional life insurance may be 
required in his financial planning 
and we must determine his physi- 
cal ability to buy. 
Meets With Lawyer 


In our second interview, we 
review his objectives and problems 
and show life insurance as the 
most practical solution. When my 
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recommendations have been placed 
in force, provisions are immediate- 
ly made to have necessary legal 
instruments prepared to include 
beneficiary changes. After this I 
usually meet with his counsel to 
discuss the inclusion of any mari- 
tal trusts, common disaster, trustee 
and/or guardianship provisions 
that may be advisable. The legal 
drafts are usually reviewed by me 
before signing. About the only 
pressure I think I ever really exert 


on a prospect is the necessity of 
proper legal instruments! Usually 
they have known this was impor- 
tant, but I was the first one who 
actually made them do it. The 
result is a strong sense of appreci- 
ation and better referred leads. 
Our final interview merely in- 
volves the delivery of his estate 
survey and beneficiary papers, but 
this is done personally because it 
is about the best time to get refer- 
rals and start discussions on the 
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of our full-time representatives are CLUs 


596, or 1 in 2.6, 


of our full-time representatives received the 1958 NQA 












$29,712 was the average earnings of our 100 leading 


producers 


$12,488 was the average earnings of the 615 men with 
us five years or longer, with one in six earning over 


$20,000 


118 representatives placed over $1,000,000 Ordinary 


in our Company 


100 leading producers sold an average of $1,454,004 


per man 


21.9% of Company’s Ordinary sales were placed by 
representatives in their first and second contract 


years 
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conversion of any term insurance 
just purchased. In many cases, this 
final interview turns into a ney 
selling situation and I have bee, 
able to place quite a few additiongj 
policies after the initial premium 
increase has worn off, through q 
slight passage of time. 


85% On First Selling Call 


My own records indicate that 
about 85% of new business js 
written on the first selling inter. 
view. This is possible in most 
cases, I feel, because of fairly good 
telephone pre-selection and elimin. 
ation. For example, I usually have 
an informal, pre-arranged agree. 
ment that (1) he will supply what. 
ever information is reasonabl 
required, (2) he will follow my 
recommendations if reasonable and 
possible, and (3) if life insurance 
is involved, I will be his purchas- 
ing agent. Working primarily by 
referred leads enables me to get a 
certain number of pre-arranged 


agreements, since they know of | 


me and my service approach from 


a mutual friend. This also applies | 
to business with friends and ac: | 


quaintances since my _ original 
approach to most of them is 
through another friend for whom 
I have been of service. 

Selling the philosophy of pro- 
tection with rising cash values and 
increasing security is the basic 
foundation on which I operate. | 
am convinced that a man should 
own and control his life insurance 
cash reserves. My experience in- 
dicates that not one in 50 cases 
involves price competition, so that 
most people still buy, and retain, 
not from a cold-blooded analysis of 
figures, but on the basis of sincer- 
ity and emotion. 

Role Of Sentiment 


I assume most of you have, or 
have had, young children. How 
many times have you looked in on 
your children after they were 
asleep and pulled the blankets up 
over them? How many times have 
you thought to yourself that come 
hell or high water for you, those 
kids will be able to sleep in those 
same beds at night, go through 
school and college, have an oppor- 
tunity to have their own families 
and homes, knowing that their 
mother is financially independent. 


HOME OFFICE EXECUTIVES 


Help your agents sell! 
with their own 


PERSONALIZED 
MONTHLY NEWSLETTER 


This exclusive newsletter is custom-tal- 
lored to your company’s philosophy an 
sales policies. Invaluable for prospecting, 
motivating and building centers of  influ- 
ence. A most effective tool for establishing 
agent and company prestige. _._ 
e do all the work—writing, printing, oe 

printing, ready for the agents to mail, an 
at a cost that your company cannot possi! 
match. The writing and editing are | an 
outstanding staff of life insurance an - 
tate planning authorities, the publishers 0 
Estate Planners Quarterly. 
Complete details furnished to home office 
executives on request. 

Inc. 

Y. 


Farnsworth Publishing Company, 
215 West 34 Street, New York 1, N. '- 
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Twenty-Eight, He Does Million A Year 


(CONTINUED FROM PAGE 10) 


concerned, for I have definite rea- 
sons for them to buy—already 
knowing about the new baby, or 
new job, or new home, or the need 
for savings. 

I never use the telephone directly 
for appointments, but I do get in- 
formation and other data which 
help me qualify the prospect. For 





example, if I see a new boy at the 
grocery store or nursery, or notice 
a new man move into the commu- 
nity, I find that I get very good 
results by calling some neighbor or 
fellow employe who might know 
my prospect. I ask him if he knows 
the new John Doe and thinks he 
has the ability to do well and is a 


stable person. Most important, I 
report the results back to him. If 
I sell the fellow, he’s happy for 
me; and if I don’t he seems to go 
overboard to give me a new lead. 

I was not very long in the busi- 
ness when folks told me that it 
was tremendously important to 
write a large number of cases. This 
was excellent advice and has been 
the crux of my business. 

In 1950, my first year, I wrote 
133 cases for a little over $330,000. 
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Whatever his profession, today’s specialist 
depends more and more upon new and better 
tools of his trade. The life insurance agent, 
for instance, needs increasingly specialized 
training and tools to diagnose a client’s needs 
and plan his future protection. 


The Mutual Benefit Life man not only 
enjoys the unique advantage of offering 
Mutual Benefit Life’s famed True Security 
—he also works with the most comprehen- 
sive sales aids in the life insurance field. 


For example, Mutual Benefit Life provides 
him with: 


Modern selling aids such as these assure 
the Mutual Benefit Life man of a more 
productive, and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 
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The [| FF Insurance Company 
for TRUE SECURITY 
















































THE MAN FROM 
GETS THE BEST 


Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 


b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides to the monied medical 
market. 

c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 
idea to meet the needs of many businesses 
which find usual employee benefit plans 
inadequate. 
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My number of cases rose each yey 
until 1954, my first year in qual. 
fying for the Million Dollar Roun 
Table, when I wrote 262 live 
Writing apps to me is like peelip 
potatoes—if you take them as the, 
come you get little ones and big 
ones too. But if you walk over the 
pile looking for just the big ones 
you are on wobbly ground and may 
slip and fall. : 

Each year since 1954 I have con. 
tinued to write over 200 lives , 
year and my volume and premium 
have continued to grow. My total 


breakdown for 1957 was one $100.} 


000 case, 29 cases of $10,000 or 
more for a total of $522,000, 4 
cases less than $10,000 (excluding 
$5,000 and $1,000) for a total oj 
$266,000, 73 $5,000 cases for a total 
of $365,000, and 68 $1,000 cases for 
$68,000. Total number of lives, 235. 
total volume, $1,321,000. 

So much for the past: How 
about this year? As of Sept. 1, | 
have over a million paid and over 
200 lives. My main reason for men- 
tioning this is that over 52% of 
my business written in 1957 and 
1958 was written from clients 
whom I had written previously, 
There are many pleasant things 


about our business, but I can think | 


of nothing more pleasant or any- 
thing that makes me feel better or 
that gives me such a vote of con- 
fidence as when I rewrite my 
old clients. Fifty-two percent on 
old clients and only 8% years in 
the business—how sweet it is! 


Has More Than 1,400 Clients 


I have a little over 1,400 clients 
and this makes the outlook for new 
business most promising; but I re- 
alize some will never grow, as 
some seed doesn’t, and for this rea- 
son I feel it very important and 
necessary to write 100 entirely new 
lives each year, these being en- 
tirely unrelated to old clients or 
leads. 

Writing over 200 lives a year and 
never using the phone except on 
former clients might lead you to 
believe that I do a lot of unnec- 
essary leg work and never have 
much time for fun. But let me il 
lustrate. 


Three Hours A Day 


In my daily routine I’ve men- 
tioned that I spend about three 
hours every day picking what three 
people I am going to see. Now, 
what happens when I meet a pros- 
pect and what do I say? Remember, 
I have no appointment but I know 
where he works, about what he 
earns, his approximate age, when 
he usually gets home, and possibly 
a lot of other information. How do 
I plant the seed, nurture and cul- 
tivate him into being an immedi- 
ate client with the hope that he 
will also have great future growth 
in that I may increase his program 
many times? : 

Picture now that I am going to 
220 Meadow lane to see Joe Little, 
age 24. I go to the door and knock. 
If a young gentleman, about 24, 
comes to the door I say: z 

“Hello, Joe Little? My name 
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ach yea Johnny Utz. Life insurance is my 
in quali, business but I’m interested in liv- 
r Roun ing values. You probably don’t 
52 lives know me, Joe, but we have some 
> peeling mutual friends and I have some- 
as the, thing I want to show you. 
and big _ “Joe, you probably have all the 
over the life insurance that you need (he 
ig ones |. + jusually at least thinks he has) but 
and may it’s living and savings that I want 
: to discuss mostly. Joe, I don’t be- 
sil : lieve anyone is going to come to 
‘leven Our me when I’m 44 or 45 and say, 
yremium f Joey. et have er Ps 
iv and have done a good job. Here 
$100. ag en cy orce is wre - put ‘oan A rite 
: school,’ or ‘here is $2, or some 
OOn 64 stands business opportunity.’ Joe, that just 
<cluding doesn't happen and in this day and 
total of for age it is quite hard to save. 
hi: — 7 Gives An Example 
‘ases for 
res, 235; “Let me give you an example of 
what I’m driving at; let’s keep it 
-: How small for easy figuring. Suppose 
pt. Ea , you save $10 a month. If you live 
nd over —and if you’re not figuring on liv- 
OC ee. ee ee ing you're a bad risk—and continue 
52% of saving until you are 45, your sav- 
957 and js ing has been $10 per month for 12 
clients months, or $120, for 20 years, and | 
viously, everyone likes to have his insur- | 
things ance paid up in 20 years. Let’s see, 
in think | $120 for 20 years—that’s $2,400. 
or any-} are CLUs or have completed Joe, in the meantime you have had 
pry: or } one or more CLU parts ee this was certainly worth 
or con- something. 
ite myf ——————— — ———--——— “But you come to me and say, 
cent on ‘Johnny, how much of that cash 
rears in can I have back?’ Joe, you get ev- 
is! ery dime back. It is kind of like a 
bia 0 20-year endowment option of $2,- 
400. If you don’t need the cash but 
) clients instead just leave it with the com- 
for new any as paid-up insurance, this 
ut I re- are LUTC graduates vou be like + Mads option of 
‘OW, as $5,000. But in the meantime, until 
ee Pan you decide whether you might need Shenandoah Life has come up with a corker 
mnt and the cash (20-year endowment op- of a Field Sales Program designed for the man 
ely new tion) or leave it as paid-up insur- ‘ d ive hi han h 
ing et ance (20-pay life option), you are in the field — to give him what he wants — when 
ents of 0 insured for $10,000.” he wants it. 
= Claims Nothing Magical @ Quick service in setting up life 
sept on | ; veik’ te: eel : rograms to fit individual needs 
you to | are 1958 NQA winners |. 'afso his wife if he is married — es 
unnec- and making sure he understands e Continuous sales icheemanin 
r ~: i i a it on the live, die, or quit basis, directed by a specialized staff 
/ me tr I also say: 7 : 
“Joe, there is one other thing I e New, self-selling promotion 
want to make real clear. If you material written in the pros- 
0 were to try with five other compa- pect’s language 
e men- nies or talk with five other agents, 
t three every one would have a plan just 
it three as good as mine. I have nothing| INCREASE YOUR EARNING POWER EASIER AND FASTER WITH SHENANDOAH 
_ Now, are 1958 Texas Leaders magical but my only asset to you 
a pros- Round Table members will be in taking care of it.” For full information, write: 
ember, And now for the all-important G. Frank Clement, C. L. U. 
I know i oe close. About 20% of the time some- Vice President in Charge of Agencies 
hat he how you can tell that it’s just a 
, when matter of getting the peg es o 
ossibly the app, but the other 80% of the Sh d h i f 
Tow do time I say this: enandaoa we 
nd cul- “Joe, I find that after I go over 
nmedi- this savings with a person, he is Snourance Company 
hat he either 51% interested or 51% dis- Senin eullih. 6: Samhain 
prom sy bien noe yes pat aay oa A Mutual Life Insurance Company Owned By And Operated For Its"Policyholdert 
rogra ed I want him to think about it for 
. 10 days or even two weeks. If he 
ning to we me is 51% interested I get the infor- 
Little, mation I need and then in about 
knock. two weeks I take the policy over 
nut 24, and make sure he understands it 
5 —or in your case, Joe, that you 
ame 1s understand it. If you like it, fine! 
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And you start your savings imme- 
diately. If your 51% interest has 
changed to 51% disinterest you 
won't be a very good advertiser 
for Johnny Utz if I do anything 
other than just send the policy 
back; and, Joe, good advertisers 
are my best centers of influence. 
Joe, you do like the idea of savings 
and you are at least 51% interest- 
ed, are you not?” 

Results of this close: Policy 
written on first interview 80% of 
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the time, and out of over 1,000 pol- 
icies in four years only 41 were 
not placed. Also, my persistency is 
good for I have received the na- 
tional quality award every year I’ve 
been in the business except one. 


Only The Beginning 


After delivering the policy I try 
to show my client that this is only 
the beginning and that it is very 
important to keep his program up 
to date. Yes, I’ve sold him a pack- 


age but I have won his confidence 
and I have gone a long way toward 
handling his future needs. I then 
keep in touch with my client by 
sending him birthday cards and 
sometines contacting him on age 
change. 

The sower himself—let’s not ex- 
pect too much, too soon. 

For something to grow takes 
time, and to grow too fast doesn’t 
produce strength that will endure. 
The farmer plants in the spring 





How Pacific Mutual does more 


for future Agency Managers... 
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PACIFIC MUTUAL builds its 
field management through a Can you qualify ? 


unique Management Development 
Program—a two year minimum, 
intensive training program in 

the skills and techniques of 
successful Agency Development. 





--.@ company that looks to the future! j 








With a substantial salary (no personal production 
required) Pacific Mutual Management Development Pro- 
gram participants devote full attention to management 
duties. Candidates who pass the strict qualification tests 
and interviews, work as Agency Supervisors while being 
trained by outstanding Agency Builders. After training, 
participants fill Agency Executive openings as they arise. 


Men under age 35 with a college degree who are married 
and have at least one year personal production experience 
are eligible for consideration. Write in strict confidence 
giving details of personal and business history to: 


RALPH J. WALKER, Vice-President 


Pacific Mutual Building 
Los Angeles 55, California 


HOME oFFice: Los Angeles, California 


















2nd Day 


—invests his time in preparing 4, 
soil and his money in fertiliz, 
seed, and equipment. He hartoy, 
and discs the soil and cultivate; ; 
often, but doesn’t realize his hy, 
vest until fall. 

Anything that is  worthwhi, 
takes time ; and too often, as agen, 
we are guilty of expecting the jp, 
possible too soon and are not yj) 
ing to grow gradually. 

It was my fifth year in the re 
ness before I hit the Million Dy 
lar Round Table and many Ria 
I nearly left the business those firs 
two years. | 


Not Fair To His Job 


What made me change? It y,! 
after looking at and evaluating oth 
er men in other professions sy¢ 
as the minister, the doctor, the x 
torney, and the teacher, and Seeing 
the price they paid to get and sty 
in their positions. Then I took jr. 
ventory of what I was doing ané 
was real disappointed. I wasn’t be. 
ing fair to my job. 

I liked things about the busines 
but I was never challenged wit 
the desire to really grow. The wa 
I worked was like riding a bicye/ 
in that I would pump (work) ; 
while until I sold a policy and the; 
I would coast as far as nessa) 

I think I then first realized tha 
it takes much more effort doing 
less work but worrying about f 
nances and trying to manage , 
make ends meet than to use tha 
effort in organized work and makf 
the extra compensation that take: 
care of those minor problems. 


A Day’s Work 


Doing a day’s work every day is 
one of the hardest things for us to 
do in this business. This I try to 
do, but I work three nights a week, 
so the evenings I work I take the 
mornings off to golf or go boating 
or just play around the house. Let’ 
be fair to our work but let’s not 
overdo it. It is as bad to work too 
hard as it is not to work enough. 

What other business is_ there 
which has such opportunity, the 
sharing of ideas with men from 
all companies, and, in short, a busi- 
ness where all work together for 
the good of the great causes of life 
insurance? 

Being 28 years of age, having 
five years with over a million of 
production each year, and having 
over 1,400 total clients certainly 
hasn’t been all my doing but has 
been accomplished with the help 
of others: My wife, Jeanne; my 
company, Kansas City Life, and its 
associates ; my general agents, Lor- 
en and Ray; and many others from 
several companies. 


To all of you, and many more, || 


say: “Thank you.” May God gue 
me guidance and health that I may 
continue to grow in this wondet- 
ful business. 


Great-West Life Dinner 

Great-West Life’s dinner at the 
Statler-Hilton hotel Thursday 
night has as hosts E. A. Palk, di- 
rector of agencies, and G. P. Rollo, 


ind Day 





superintendent of agencies. 
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your policyholders get this 


Renewal Warranty 


with Combined’s ‘Royal Banner’ 
Hospital and Medical-Surgical Policies 


Another progressive stride by Combined! 


This Renewal Protection Warranty is included with 
each low-cost Royal Banner Hospital Policy and/or 
Royal Banner Medical-Surgical Policy. The Warranty 
assures no individual cancellation or non-renewal 
(unless similar action is taken by the Company on 
all policies in the state), no individual premium 
increase (unless similar action is taken by the 
Company with respect to all policyholders in the 
insured’s class). No post-claim underwriting. 


This remarkable new sales tool will increase your 
referral interviews and closing percentage and pave 
the way for long-term renewals through better 
persistency. 


It’s another example of how Combined, world’s 
second largest exclusive accident and health company, 
can help you to success in the A & H field. 


For details on our Royal Banner Policies—and what 
they can do for you — fill out the coupon below and 
mail it today. 





EXECUTIVE ACTION 


EST. 


H NY \S - = 
Wy IN SURANGE NOTICE OF 


EXECUTIVE ACTION 


NOTICE OF ‘COMBINED | | | \. 
company O°) OFAMERIOA 


RENEWAL PROTECTION WARRANTY 


Be it known that on June 1, 1958, the €: bir 


Co le f bg €o fr ¥ 





afr d fr bocla hilily 





ewImerica resoleed and duly deleimined lo fr 


on and after thal dale. 


Riders 15583 and 15584, provides the following: 








forms 15047 and 15049. This decision ts offective on "Soplomber 4, 1958, with regard fo “all frolicy- 
holders of record before bugusl 4, 1958, and él wild be ffective on shugusl 1, 1958, forall policies issued 


Be ct further tnown that the Company ewanank thal the Renewal Prolection as afforded under 


A. No Individual Cancellation or Non-renewal. Ze Company ¢ individually cancel or non-renee 
prolicy forms 15047 0r 15049, unless et declines lo renew all such prolicy forms tn frwe tn the in- 
searoed’s shale of residence «with either of the above mentioned riders allached. 


. Premiums Adjustable on State Basis Only. 42 such individual policy may be singled oul fora premium 
rate os as fr z rales may only be adjusted of f s are adjusted for all such prolicy- 
holders in the same class in the insured’s shale of rexidence. 

. Policy Coverage Never Restricted After Issuance. Fhe Company cannol restrict or modify frolicy forms 

45047 or 15049 with rider fo_ms 15583 0 15584 allached afler issuance of such policy and rider 
or afler the payment of any claim under such policy and rider. 

Warranty not applicable in the states of North Carolina and Georgia 
COMBINED INSURANCE COMPANY OF AMERICA, HOME OFFICE, CHICAGO 40, ILLINOIS 








INSURE WITH COMBINED 








COMBINED 


INSURANCE COMPANY 
OF AMERICA 
W. CLEMENT STONE, PRESIDENT 
5316 Sheridan Road, Chicago 40, Illinois 





Combined Insurance Co. of America, Dept. 119 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: I am interested in details about 
your Royal Banner Policies and how I can 


qualify to sell them. 
Name. 
Address 
City. State 














36 NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 11, 1958 





PUT ’ER 
THERE, 





PARDNER! 


On behalf of all Texans 
we extend the warm 
hand of welcome to 

our friends throughout 
the life insurance 
industry, and extend 
best wishes for a 


successful convention. 





American General 
LIFE INSURANCE COMPANY 











nhouSsSTON WW TEKAS 


B. N. WOODSON, CLU President 











CLU Society Implements Expansion 
Of Its Services And Code Of Ethics 


A 5-year plan which calls for 
additional services to members, 
the development of a code of eth- 
ics, further expansion of graduate 
education for CLUs and increased 
public relations efforts, was blue- 
printed and put in motion by the 
board of directors of the American 
Society of CLU at its annual meet- 
ing during the NALU convention 
in Dallas. 

Saturday’s all-day session was 
devoted to hearing reports and 
recommendations of the society’s 
13 committees and boards, and on 
Monday the directors took action. 

By-laws of the society were 
changed in minor ways to open 
the way to the far-reaching pro- 
gram of stepped-up society activi- 
ties and services, and anticipating 
the organization’s new adminis- 
tration, it is expected that a new 
committee will go into operation 
to work more closely with the so- 
ciety’s 108 chapters—a chapter re- 
lations committee. 

Envisioned in the over-all plan 
is an enlargement of the American 
Society’s program of continuing 
education available to members. 

Based on studies made by the 
society's committee on by-laws 
and code of ethics, a report by the 
president-elect, William H. An- 
drews Jr., called for the submission 
of a set of rules of professional 
conduct to the board of directors 
next fall. 

American Society membership 
was announced as 4,716 and new 
members during the year 1958-59 
are expected to push the roster 
well above the 5,000 mark. 

The report of the society’s re- 
tiring president, Eugene C. Devol, 
general agent for National Life of 
Vermont in Philadelphia, told 
the directors that a total of 143 
members attended the three 10- 
day CLU institutes last summer, 
that the CLU Journal is reaching 











Home Office: Fort Worth 


Management Opportunities in Corpus Christi and Austin 
Call John McDuff, Agency Vice President, for details EDison 5-9575 in Fort Worth 


YEAR 


OF SERVICE 





‘tives from among LIAMA’s men 


2nd Day 


10,700 readers, and that Query, th 
society’s public relations mailip 
piece, is now making well over, 
million calls a year on the public. 


Mrs. Gilmore Wins 
Plaudits For Work 
With NQAers 


Marion Gilmore, John Hancock 
Albany, is receiving congratuly. 
tions from fellow conventioneen 
on the fine work of her subcom 
mittee of the women undervwrites 
committee to promote greater jp 
terest among women agents jy 
qualifying for the national quality 
award. The women qualifiers thi 
year number 212, an increase 
60 over the 1957 figure. 


Three of the women qualifier 
have made the award every on 


of the 14 years since its incep| j 


tion. They are Cecilia Howard 
New York Life, Kenmore, N, Yj 


Estella Nagle, New York Life, Sa i 
Francisco, and Esther Wray, Kan] 


sas City Life, Oklahoma City. 

Mrs. Gilmore has found that 
many women have actually met 
the requirements for the award bu 
have not taken the trouble to fill 
out the necessary papers. 


LIAMA Article Awards 


To Pinney And Failla 

H. R. Pinney, general agent of 
Bankers Life of Nebraska at Oak- 
land, Cal., and George Failla, 
manager of Metropolitan Life at 
Sheepshead, N.Y., are winners of 
this year’s best article awards ap- 
pearing in Manager’s Magazine and 
District Management. 

The awards were presented Mon- 
day by J. Harry Wood, managing 
director of LIAMA, publisher of 
both magazines. 

Mr. Pinney’s article “Training: 
a Two-Way Street,” which ap- 
peared in the Sept.-Oct., 1957, is- 
sue of Manager’s Magazine, pre- 
sents the viewpoint that no amount 
of training can help an agent who 
doesn’t help himself. In his article 
“How Effective Are Your District 
Meetings?” published in the April- 
May, 1958, issue of District Mar- 
agement, Mr. Failla offered a check 
list of questions for assessing the 
value of district meetings. on 

The winners were selected by a 
panel of judges made up of home 
office and field management exect- 


ber companies. 


American General Dinner 


Hosts for the company dinner 
of American General Life at the 
Baker hotel Thursday evening are 
B. N. Woodson, president; R. L. 
Davis, vice-president; Ray Smith, 
2nd vice-president; W. H. Hebert, 
regional director, and W. A. Stans- 
berry, regional agency director. 
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‘| Florer Is Secretary 


Election of William H. Andrews 
Jr. a past president of NALU, and 
active in CLU affairs for 20 years, 





W. H. Andrews Jr. H. W. Florer 


as president of American Society 
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' of CLU, was announced at the an- 


nual meeting of the society 
Wednesday in Dallas. Mr. Andrews 
is manager in Greensboro, N. C. 
for Jefferson Standard Life. 

Herbert W. Florer, general agent 
in Boston for Aetna Life, was elect- 
ed secretary. 

Following are the other officers 
of American Society whose election 
by mail ballot was announced by 
tellers: Ist vice-president, Robert 
L. Woods, general agent in Los 
Angeles for Massachusetts Mutu- 
al; 2nd vice-president, Lillian G. 
Hogue, New York Life, Detroit; 
and treasurer, Frederick W. Floyd, 
general agent in Gloucester City, 
N. J., for Life of Virginia. 

All will take office on Oct. 1, 
the beginning of the society’s fiscal 
year. 


New Directors Elected 


At the same meeting, an annual 
breakfast affair, it was announced 
that the following set of five new 
directors, each representing one of 
the geographical regions of the 
American Society, had been elect- 
ed: eastern region, George B. 
Byrnes, general agent at New 
York for New England Life; mid- 
dle eastern region, Alan D. Hecht, 
Travelers, Baltimore; southern re- 
gion, Robert J. Tiffany, Equitable 
Society, Abilene, Tex.; middle 
western region, Robert L. Punsky, 
Massachusetts Mutual, Fort 
Wayne; western region, Bruce 
Bare, general agent in Los Angeles 
for New England Life. 





Southwestern Life Hosts 


Southwestern Life’s company 
dinner Thursday night at the Adoi- 
phus hotel has as hosts jo 5 
Wood, president; Arthur Coburn, 
vice-president ; E. G. Brown, vice- 
president and actuary; A. D. Har- 
der, vice-president and treasurer, 
and James P. Swift, vice-president 
and general counsel. 

Also, R. R. Davenport, vice- 
president and agency director; L. 
W. Ellsworth, vice-president for 
administration; Charles A. Stal- 
lard, 2nd vice-president and con- 
troller, and W. Dawson Sterling, 
Secretary. 
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Membership of the American So- 
ciety, which now comprises 108 lo- 
cal CLU chapters across the coun- 
try, was announced as 4,716. 

Eugene C. DeVol, general agent 
in Philadelphia for National Life 
of Vermont, the retiring president 
of American Society, presided 
over the business meeting. A silver 
pitcher was presented to him by 
officers and members of the so- 
ciety in recognition of his service 
as president and key figure in the 
society during recent years. 


Dr. Huebner Speaks 


Dr. S. S. Huebner, pioneer in- 
surance educator and _ president 
emeritus of the American College, 
delivered a brief address entitled 
“Where Are We Going CLU-Wise 
in the Next 25 Years?” 

Presiding chairman of the 
breakfast meeting was J. Carlton 
Smith, educational chairman of 
the Southwestern Life, and region- 
al vice-president of American So- 
ciety. 





‘Insuring America’ 
Is Theme Of American 
College Hour Speaker 


Insurance premiums are com- 
mensurate with the risk, so it is not 
surprising that 
the “premium” 
for keeping 
America safe 
from aggression 
is high and get- 
ting higher, 
Vice-Adm. John 
H. Sides, direc- 
tor of the weap- 
ons evaluation 
group, told the 
Julian S. Myrick NALU annual 
meeting in Dallas. 

Admiral Sides was the featured 
speaker on the American College 
hour. 

“We must recognize that the 
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more serious the threat the more 
expensive will be the premium on 
the insurance which we under- 
write, and we must not be confused 
by those who believe we can do the 
job on a shoestring,” he warned. 
“Only an adequate program of life 
insurance against general war, and 
accident insurance against limited 
wars can give us a proper military 
posture for insuring America.” 

In introducing Admiral Sides, 
Chairman Julian S. Myrick of 
American College reviewed the 
college’s activities briefly and for 
a more detailed account referred 
his listeners to the printed pamph- 
lets which had been distributed in 
advance. 


From Connecticut General 

Frank O. H. Williams, vice-pres- 
ident is representing the home of- 
fice of Connecticut General during 
the convention. Mr. Williams was 
speaker at the luncheon of General 
Agents & Managers Conference on 
Tuesdiy. 
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Set ona rock and built to withstand 


anything,’ the home office building 


stands as a tower of strength to 


Amicable policy owners 


rN WL Orn = 15 = 


LIFE INSURANCE COMPANY 


TEXAS 


WACO 





FAITHFUL PROTECTION - SINCE 1910" 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office—Newark, N. J. 


EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street. New York 5 
Dl gby 4-0040 








LOUIS W. SECHTMAN 


General Agent 


200 East 42nd Street 
MUrray Hill 2-0200 


AETNA LIFE INSURANCE COMPANY 


New York 17, N. Y. 








THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway, New York 7,N. Y.  BArelay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 
Maurice Ziff, V. Pres. 
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WHEELER H. KING, C.L.U. 


General Agent and Associates 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
200 East 42nd St. New York 17, N. Y. 
MUrray Hill 7-5560 
“Just a few steps from Grand Central” 


HARRY KRUEGER, C.L.U. 


General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386—4th Avenue 
New Ideas—Old Ideals 


New York City 


HAROLD G. PRATT 


General Agent 


MUTUALS LIFE INSURANCE COMPANY 


225 BROADWAY 
NEW YORK, N. Y. 


BArelay 7-1070 








WILLIAM A. ARNOLD, Il 


General Agent 


ae 
CAL 
MUTUALS LIFE INSURANCE COMPANY 


Complete Brokerage Service 


161 William St. - New York 38, N. Y. - WO 4-2367 


Telephone ClIrcle 5-2300 


DAVID MARKS, JR., C.L.U. 


General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
666 Fifth Avenue NEW YORK 19 


THE SCHMIDT AGENCY 


Roger W. Schmidt, C.L.U.—Arthur W. Schmidt, C.L.U. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


270 Madison Ave. New York 16, N. Y. 
MUrray Hill 5-7200 











DAVID A. CARR AGENCY 
INC. 
CONTINENTAL ASSURANCE 
COMPANY 


50 E. 42nd St. 


New York 17, N. Y. OXford 7-3424 





CONGRATULATIONS 
CHARLES ‘‘CHICK’’ ANCHELL 


President 
of the Life Underwriters Association of New York 


HAROLD N. SLOANE, C.L.U. 
Life Associates—General Agents 
CONTINENTAL ASSURANCE 
111 John St., N. Y. 38, N. Y. BEekman 3-4545 


DAVID B. FLUEGELMAN, C.L.U. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


342 Madison Ave., N. Y. 17, N. Y. MU 7-5035 
All Facilities for Brokers and Surplus Writers 














GLENN G. GEIGER, C.L.U. 


Agency Manager 


THE NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


261 Madison Avenue New York 17, N. Y. 
ORegon 9-9494 





KREBS & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 


Aetna Bldg., Corner William & Fulton 
151 William Street, New York 38 
REctor 2-7900 


Ci Pi | on oe: 


General Agent 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


100 William Street NEW YORK 38, N. Y. 
Digby 4-4780 











GEORGE B. BYRNES 


Agency 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


100 Park Ave. New York 22, N. Y. 


PLaza 1-4200 


JAMES F. MacGRATH, JR. 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38, N. Y. 
HAnover 2-7865 

















THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
of Philadelphia 


Arthur L. Sullivan, General Agent 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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AT DALLAS 


FROM THE 


NEW YORK 
GENERAL AGENTS & MANAGERS 
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ARTHUR H. BIKOFF 


General Agent 
AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 


45 Rockefeller Plaza New York 20, N. Y. 
COlumbus 5-0505 








ESTABLISHED 1892 


WM. LZ. Perrin & Son, Inc. 


Julius L. Ullman, Pres. 
Life and Non-Can 
Par and Non Par 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 
“A Friendly Office” 








DONALD L. SHEPHERD, C.L.U. 


General Agent 


EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


Suite 307-10, 55 Liberty Street | New York 5, N. Y. 
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Discussion still 
went on after the 
close of the 
agents commit- 
tee meeting at 
NALU conven- 
tion in Dallas: 
Forrest E. Reif- 
sneider, Pruden- 
tial, Plainfield, 
N.J., puts a ques- 
tion to Harry K. 
Gutmann, Mutu- 
al of New York, 
New York City, 
committee chair- 
man. Beyond 
Mr. Gutmann is 
Ethel Karene, 
Union Central, 


New York City, member of the committee, who acted as its secretary. 


Four of the dozen “Texas Belles” at the NALU meeting in Dallas 
who acted as hostesses and handed out literature: from left, Barbara 
Stewart, Southland Life; Serena Lemon, Reserve Life; and June Pond 
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and Shirley Meek, both of Southwestern Life. 








































New officers of American Society of CLU whose elections were a, 
nounced during the annual meeting of NALU at Dallas: from | 


Herbert W. Florer, Aetna Life, Boston, secretary; Lillian G. Hogue 
New York Life, Detroit, 2nd vice-president; William H. Andrews jt, 
Jefferson Standard, Greensboro, N. C., president, and Robert |, 
Woods, general agent in Los Angeles for Massachusetts Mutual, jy 
vice-president. Frederick W. Floyd, general agent in Gloucester City 
N. J., for Life of Virginia, who was reelected treasurer, did not attenj 


Three mem- 
bers of the origi- 
nal group insur- 
ance committee 
of NALU, at the 
annual meeting 
in Dallas: Rob- 
ert R. Reno, 
Equitable Soci- 
ety, Chicago; 
Oren Pritchard, 
Union Central, 
Indianapo- 
lis, NALU vice- 
president, and 
Spencer McCar- 
ty, Provident 


Mutual, Albany. Mr. Reno is chairman o! 
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e self-insurance sub- 


committee and Mr. McCarty heads the subcommittee on Blue Cross 


Blue Shield plans. 
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MATT JAFFE ASSOCIATES, LTD. 


General Agents 


CANADA LIFE ASSURANCE COMPANY 
Asst. General Agents 
Gerald Rosner Paul Fishman 
Dan Jaffe 
Training Director, Dan Kalish, C.L.U. 
431 Fifth Avenue New York 16, N. Y. 
MU 4-577 








DONALD M. MUNN 


HOME LIFE INSURANCE COMPANY 


15 Park Row 


Telephone 
BArclay 7-6860 


New York 38, N. Y. 











GILBERT V. AUSTIN, C.L.U. 


General Agent 


AETNA LIFE INSURANCE COMPANY 


16 Court Street 


TRiangle 5-7560 





BROOKLYN 1, N. Y. 
1800 Empire State Bldg. 


SAMONS-PRESS AGENCY 
Bernard Samons, C.L.U. 
A. Aaron Press, C.L.U. 


GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


New York 1, N. Y. 


CHickering 4-4400 








PHILIP F. HODES 


General Agent 


E. J. HODES, ASSOC. GEN. AGT. 


NATIONAL LIFE INSURANCE CO. 
OF VERMONT 
55 Liberty Street New York 5, N. Y. 


Telephone 
BArclay 7-3972 
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2nd Dy ind Day 


Even more amazing than the 
writing of a million dollars a year 
by the 32 origin- 
al members ot 
the Million Dol- 
lar Round Table 
back in 1927 has 
Wheen the sub- 
f stantial growth 
in membership 
in recent vears, 


said MDRT. 

Chairman W il- 

liam D. David- op ap ea 
son, Equitable 

Society, Chicago, in his introduc- 


tory remarks at the Million Dollar 
Round Table hour’ during the 
Thursday general convention ses- 
jon of NALU in Dallas. 

“When I came on to the execu- 
tive committee we had 1,492 mem- 
bers,” said Mr. Davidson. “Just 
four years later we now have 2,987 
members. This has been true even 





) though there has been a continued 


tightening of requirements for 
membership. Even though we have 
almost 3,000 members, it is just 
slightly more than 1% of the num- 
ber of agents who write life insur- 


#| ance. 





ERS 


GT. 














“This growth in the Round 


; Table is a healthy sign. It is an 


indication that an_ increasingly 


| greater number of people are doing 


a substantial job for the insuring 
public and are receiving rewards 
commensurate with their efforts. 
It is a well established fact that 
paying for a million of life insur- 
ance in a year is a big job for a 
man. However, think of what a 
really fine achievement it is for 
the 20 women whom we had as 
members this year. 


Mentions Research Projects 


“Two surveys were conducted 
this year—one by the University 
of Michigan survey research cen- 
ter, the other by Francis Merritt 
of the Mutual Benefit Life. The 
objective of these studies was to 
determine the characteristics of the 
MDRT member—What Makes 
Sammy Run? I do not have the 
time to cover this in detail this 
morning and many of you have 
seen or heard some of the results 
yourself. However, two things 
were definitely characteristic of 
the Round Table member: (1) A 
strong desire to do a better than 
average job; and (2) maintaining 
a positive attitude at all times. 
Just one further point. Some 
changes were made this year in 
our by-laws relating to require- 
ments for attaining life member- 
ship. For those who did not have 
a leg on life membership at the end 
of last year, life membership may 
be attained thru six consecutive 
years of qualification or through 
qualification in an aggregate of 10 
years, 


Mr. Davidson called upon How- 
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IMDRT Growth A Healthy 
haysign, Says Chairman 


ard D. Goldman. Virginia general 
agent for Northwestern Mutual to 
introduce Joseph Reese Jr., Penn 
Mutual, Philadelphia, or of the 
two MDRT hour speakers. Follow- 
ing Mr. Reese’s talk, Mr. Davidson 
introduced the MDRT chairman- 
elect, Adon N. Smith II, North- 


western Mutual, Charlotte, N.C.., 
who introduced Lester Rosen, 


Union Central Life, Memphis, the 
new member going on the execu- 
tive committee, and Benjamin L. 
Stern, New England Life, New 
York City, the other speaker on 
the MDRT hour program. 


Hosts For Bankers Of lowa 


Serving as hosts at the company 
dinner of Bankers Life of Iowa 
Thursday night at the Statler-Hil- 
ton hotel are Marvin E. Lewis, 
agency vice-president, and Ralph 
L. Reed, agency superintendent. 


From Occidental Of Cal. 


Here for the convention as repre- 
sentatives of the home office of 
Occidental of California are 
William B. Stannard, vice-presi- 
dent in charge of agencies, and 
Richard G. Hicks, field superin- 
tendent of agencies. 
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“Howdy, Y’all!”--- 
A 


TE Passize Salute 










69th 


Convention 


an \ 


a 


rod Bi 


Our Welcome Mat is always out. 
We invite You to visit our Home Office 
in Fort Worth at 
6401 Camp Bowie Blvd. 


PIONEER AMERICAN 


A) 






RAN CE (me) 





FORT WORTH, TEXAS 
ROBERT SCHULMAN, President 















The 





. 
-< 
41 














.e) 





In its symbolism is every tenet 
upon which our business is built. 


Symbol of Faith 


The Sower symbolizes the spirit of the pioneers of our country; 
those who on faith canie to the vast wilderness of this land to 
build new homes, new lives and a new nation. Our land is built 
on faith . . . just as life insurance is built on the faith and trust of 
those who have turned to us for protection. 


Raw BANKERS LIFE OF NEBRASKA 


LINCOLN 
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Estate Planning Demands A Thorough Budgeting Of Time 


can reduce your taxes and improve 
the plans you have made for the 
distribution of your property for 
your family.” This has a_ better 
chance of success. I point out to 
you then, that the first function of 
estate planning is its use as an 
approach to open up cases that can- 
not be reached by a direct life in- 
surance approach. 
Can’t Shift To Packages 

Well, suppose we get the facts. 
From them we can ascertain whe- 
ther there are additional life insur- 
ance needs. If there are, they might 


(CONTINUED FROM PAGE 6) 


be successfully presented as pure 
life insurance ideas. However, hav- 
ing made the broader offer of serv- 
ice, We cannot now reverse the field 
and become package salesmen. We 
are obliged to couple our life in- 
surance recommendations with the 
general estate planning and tax 
recommendations we promised in 
the approach. This leads me to my 
next point. 

With a mass of information 
about our prospects in our posses- 
sion, with policies, copies of his 
wills, trusts and business agree- 
ments, and with a commitment to 


present more than a life insurance 
proposal we might as well take ad- 
vantage of the second function of 
estate planning in life insurance 
selling. That function is to present 
the recommendation for additional 
life insurance as part of a compre- 
hensive and improved estate plan, 
each phase of which is integrated 
with and interdependent upon all 
others. 


Only One Answer 


This is a powerful selling method 
because the prospect cannot say yes 
to the plan without buying the in- 


2nd Dy 


surance—he cannot say “no” to th. 
insurance without losing the bg, 
efits of the entire plan. 

To you skeptics who say, “\h, 
can’t he turn down the insurag 
and do everything else,” my angy, 
is that if a real insurance need @ 
ists and is properly demonstrat, 
it isn’t possible. If the insurand 
proposal isn’t sound, he can. 

Can Be Sure It Will Fit 


When your proposal is based , 
a full grasp of the facts, you can} 





secure in the knowledge that it fj 
the situation. Furthermore, 
cannot be put off by invalid obje 
tions because the prospect has 4 
ready committed himself on the « 
sential facts. 

At this point, a word of warnip 















CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 
Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Outside Brokerage Mgr. 
Cliff Dancer, Office Brokerage Mgr. 


CH? a 


MUTUALS LIFE INSURANCE COMPANY 


Boston, Massachusetts 
DUnkirk 2-8251 


600 S. New Hampshire Los Angeles 5 








THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 

INSURANCE COMPANY 


John J. Shilling, Asst. Gen. Agt. 
Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
George S. Ferreira, Mgr., Brokerage Dept. 
D. Kenneth Elliott, Manager, Agents Training 
Suite 512, Statler Center MAdison 6-5881 








THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
Robert K. Ashoff, Assoc. General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


MAdison 7-9501 
523 WEST 6th ST. LOS ANGELES 14 
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T. R. (BOB) MACAULAY 


General Agent 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 
Telephone MA 7-6439 
530 W. 6th St. LOS ANGELES 14 


“Specializing in Service to Brokers” 


HENRY E. BELDEN, C.L.U. 


Manager 
Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MAdison 8-2137 


628 West Sixth St. Los Angeles 17 




















HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 


DUnkirk 5-3311 


3580 Wilshire Blvd. Los Angeles 5 


GEO. N. QUIGLEY, JR., C.L.U. 


Branch Manager 


MANUFACTURERS LIFE INS. CO. 


Ed. Linsenbard, Brokerage Mer. 
DUnkirk 5-3241 


3535 West 6th St. Los Angeles 5 


JAMES STOESSEL, C.L.U. 


GENERAL AGENT 
NATIONAL LIFE OF VERMONT 


DUnkirk 5-5076 
3350 Wilshire Blvd. Los Angeles 5 
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JACK WHITE AGENCY 
Jack White, C.L.U., Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 











THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 


General Agent 


MAdison 7-3821 


727 West Seventh St. Los Angeles 17 








THE MELZAR C. JONES AGENCY 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


Paul A. Hummel 
Assoc. Gen. Agt. 





DUnkirk 3-1393 
3440 Wilshire Blvd. 





Los Angeles 5 
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_when you have complete infor- 
mation, you are often able to dis- 
cover flaws in the plan which have 
no bearing on the life insurance 
problems. You have the temptation, 
as a result, to do more work than 
is necessary to the closing of the 
life insurance sale. It is even pos- 
sible, and this happens more fre- 
quently than many of you might 
expect, that the entire plan needs 
to be reworked, but that there are 
no new life insurance requirements. 
One of the first things to be rec- 
ognized, therefore, when you are 
working with larger estates, is that 
you must decide very early in each 










of warning 





Saf case how elaborate a job you are 


going to do. While I don’t recom- 
mend skimping service to a client, 
there must be a reasonable rela- 
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tionship between the amount of 
work done, and the pay that can 
be expected. 


Can’t Afford Blanket Service 


I know that most men who use 
an estate planning approach to life 
insurance selling offer the prospect 
a complete review of his affairs 
without obligation. It is all very 
well to promise the prospect your 
service, even if no business is in- 
volved, when you are doing pro- 
graming or handling relatively 
small estates, but you simply can- 
not afford to make a blanket offer 
of service if you must invest in each 
case the amount of time necessary 
to do a complete planning survey 
on the larger estate. 

I know it is customary in our 


business to say that we get paid for 
every call we make and every serv- 
ice we perform, even though many 
of the individual calls do not result 
in business. I do not think this is 
true in estate planning surveys, 
which properly conducted will in- 
volve 25 to 50 hours of time per 
case. The answer, I suggest, is to 
screen your cases carefully before 
you make a definite commitment 
as to how much work you will do, 
in order to be certain that the case 
offers a reasonable promise of ad- 
equate compensation. The problem 
can also be alleviated by a proper 
utilization of the team concept in 
estate planning. If your work is 
carried on in close cooperation with 
the client’s lawyer, accountant and 
trust officer, the burden upon your 
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time and energies will be greatly 
reduced. 


Avoid Confusing Prospect 


Let me now pass on to some oth- 
er matters. One of the most diffi- 
cult problems in handling larger 
estates is to design a presentation 
that will be simple for the client to 
understand and will not take an un- 
conscionable amount of time to pre- 
pare. There was a day in our office 
when we wrote estate reports that 
were 20 to 50 pages long. They 
cost a great deal to produce, and 
they did not do a satisfactory job 
for us. 

The trouble was that by the time 
the client got to page 15, he 
couldn’t remember what he had 
read on page 2. Over a period of 

















LEISURE, WERDEN & TERRY 


OCCIDENTAL LIFE INSURANCE 


Suite 323, General Petroleum Bldg., Los Angeles 17 


AGENCY 


Brokerage Exclusively 


COMPANY 
MAdison 6-4161 








THE M. E. THOMPSON AGENCY 


M. E. Thompson, C.L.U., General Agent 
Harold F. Greene, C.L.U., Asst. Gen. Agt. 


PACIFIC MUTUAL LIFE INSURANCE 


612 South Shatto Place 


Max Eastus, Asst. Gen. Agt. 
W. W. Veatch, Asst. Gen. Agt. 


COMPANY 


DUnkirk 8-6151 
Los Angeles 5 








UNION MUTUAL LIFE INSURANCE CO. 


Life, Accident & Sickness Department 


Manager of Group Western Division 
3450 Wilshire Blvd. 


C. ROBERT FISCUS, MGR. 


JOHN D. CURTIN 


DUnkirk 1-3211 











Sam Dichter 
Brokerage Manager 


6336 Wilshire Blvd. 


NELS J. NELSON AGENCY 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


WEbster 6-1144 





Warren Fandrey 
Agency Supervisor 


Los Angeles 48 


JOHN G. EDMUNDSON 


Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Maury Lahmeyer 
Brokerage Manager 


3462 Wilshire Blvd. 


Manager 


Jack Tohill 
Group Supervisor 
DUnkirk 5-2811 
Los Angeles 5 








THE WOODS AGENCY 


Robert L. Woods, C.L.U. & Associates 
MASSACHUSETTS MUTUAL LIFE 


INSURANCE CO. 
DUnkirk 1-3181 
2601 Wilshire Blvd. 


Los Angeles 


611 South Oxford Ave. 


ALBERT L. JASON AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
FOR “BROKERAGE” CALL 


DUnkirk 5-2481 


Los Angeles 5 


BRUCE BARE AGENCY 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3400 W. 6th Street 


General Agents 


Los Angeles 
DUnkirk 5-5331 
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W. THOMAS CRAIG, GENERAL AGENT 
AETNA LIFE INSURANCE COMPANY 


G. F. Dahlin 
R. R. Tebow 


J. F. Bradley 
O’Brien Sawyers 
Assistant General Agents 

Holeman Grigsby 
Manager Group Dept. 
810 S. Spring St. MA 7-1771 


Cashier 


E. H. Goodrich 


Los Angeles 14 


T. G. Murrell, C.L.U. 


600 South Harvard 








MURRELL BROTHERS 
General Agent 
MUTUAL BENEFIT LIFE INS. CO. 
DUnkirk 8-2121 


W. L. Murrell 


Los Angeles 5 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


EDWARD B. BATES, C.L.U. 


4250 Wilshire Blvd. 


General Agent 
WEbster 8-2611 
Los Angeles 5 
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HUBERT G. FOSTER T. O. BRIGGS 
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TRANS AMERICAN Lire INSURANCE COMPANY 





Trans-American Life Bldg. 
Fort Worth, Texas 


BERL E. GODFREY 


Medical Director 


A. W. FOSTER 
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HUBERT J. FOSTER 
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Company 
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*% time, we have progressively sim- 


plified our presentations until we 
are at the point where we confine 
ourselves almost entirely to charts, 
supplemented by the shortest pos- 
sible explanatory memorandum. 

In many cases the explanatory 
memorandum is omitted entirely 
and the chart is amplified only by 
oral discussion. We usually show a 
chart of “Distribution Under the 
Existing Estate Plan” followed by 
a chart of “Distribution Under the 
Proposed Estate Plan” and the cli- 
ent then has in front of him a be- 
fore and after picture. By compar- 
ing them he can clearly see the 
improvements that the recommen- 
dations will accomplish. 


Give Client A Summary 


Another concrete suggestion I 
would make to you is this: Most 
large estate sales involve a number 
of conferences, and frequently a 
considerable period elapses be- 
tween the first and last. We find it 
valuable to furnish to the client 
after each conference a summary of 
the points discussed, and the de- 
cisions reached. This gives him a 
running account of the progress be- 
ing made and is also a valuable 
reference later on when he forgets 
some of the things he decided upon, 
and the reasons he had for doing 
so. A record of this kind will save 
a lot of time that might otherwise 
be spent in refreshing a client’s 
recollection of the ground that was 
covered. 

Some of our brethren who have 
become interested in estate plan- 
ning have a tendency to gloss over 
the fact that they sell life insur- 
ance. They prefer to be known as 
estate planners, financial planners, 
estate consultants, or some other 
impressive title. Failure to apprise 
your prospect, in your first inter- 
view, that you are in the life insur- 
ance business with both feet is, in 
my opinion, a bad mistake. I 
learned this early in the game. 

I was brought into a case by an 
accountant as an “estate planning 
expert.” I learned later that the 
accountant had not disclosed to the 
client that I sold life insurance, and 
I did not make any reference to my 
life insurance identification in the 
first interview. I obtained all the 
facts and prepared a complete re- 


GENERAL AGENCY OPENINGS! 


A well-established, medium-sized Life Insurance Company, now expand- 
ing its ordinary sales areas, has several choice General Agency openings 
for experienced life insurance men. If you can meet our life insurance 
sales standards, Company will offer you a personal producing General 
Agency contract with 85%, first year commission with vested renewals 
and incentive bonus. Office allowance and financing available for sub- 
agents after your first year with Company. Write today and include a 
complete summary of your personal and business experience. Our field 
force and supervisors know of this "ad". All replies are kept strictly 


confidential. 


Write Box C-22, 
c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 
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port including a recommendatig| . 
that the man’s corporation by vill co 
$250,000 of life insurance on phat yc 
life. He was in his middle s, ayfenthus! 
the premium involved was apprq, oF 
imately $20,000. We had a secoyjp°"*!. 
meeting at which I presented pro" "> 
report, and he was to consider ¢f U 
questions raised, and we were the In tk 
to have a further discussion. 


Bought From Someone Else 


Our next meeting took play 
about one month later. We wer 
through my report and as we cam 
to each recommendation, he indi 
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we reached the life insurance re 
ommendation he said: “Yes, I hay 
already done that, I called in » 
insurance agent and bought th 
insurance.” The price of this lesso, 
was high enough to keep me fronj?° 
making the same mistake again might 
Call yourself anything you like, buy” cae 
be sure you don’t leave out th ably, 
words “life insurance.” that, th 
Now for the next point in dealing eee 
with the larger estate. There ig sej2°t *” 
dom any one right answer to 4° sa 
particular problem. Choices are inf O"® 
volved and each choice has its prog*4 pi 
and cons. When you make you})" . 
recommendations, I suggest tha 22° ng 
you restrict the number of choice) eR 
offered to the client for the solu oar 
tion of each problem to those upof = - 
which you would have difficulty ot 
making a decision were you in hil life in 
place. If there is only one good it 
choice, limit yourself to that one} The 
I say this because I have seet};. je 
many estate plans bogged down in herd 
interminable discussion when all of the 1 
the alternatives available were of- a 
fered to the client. His experienc} on 
is normally not as extensive a} jink | 
yours, and he wants to be led, 
Wherever you can, make the choice 
for him, and offer him the alter- 
natives only when the choice you 
have made fails to completely sat- 
isfy him. Now 
This is particularly important] size o' 
when you are dealing with an it-}you s! 
surance proposal. Approach the] sell. Tj 
problem as objectively as you cat. | intellis 
Put it through the acid test of ask-} out of 
ing yourself what you would do iff exact 
you were the client, and recom-} the ill 
mend that he buy what you would 
buy. If your professional compe: | em 
tence and judgment are sound, he 
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mM endatic, - 
: the same conclusion 
ration frill come to 


nee on peiat you did. Besides, your sales 
dle 60s. _,genthusiasm will be measurably 
vas appro, isher when you present a pro- 
1d a secgnifPos2! that would be convincing to 
esented mf'U if you were the client. 


‘onsider th, Use Rifle, Not Shotgun 


© Were thef In this same area, I would cau- 
—_ ion you against making the mis- 
one Else fake that I have observed in many 
taal estate planning reports, and that 
Plays acluding in your recommenda- 
"We wage mehuding in your recomm 
aS We captions every conceivable life insur- 
a, he “any nce idea suggested by the facts in 
So Wh our possession. This is using a 
1rance ; Jshotgun instead of a rifle—fine for 
Yes, I hapmull birds but ineffective for big 
led in ge@™ is d it is bad selli 
ought th To my -—_ it 1s bad selling. 
this less The man who designs such a re- 
DP me Fron Port throws in everything that 
iia might sell and hopes to close one 
- like bol" more of the proposals. Inevit- 
| » DU ply, this creates the impression 
7s thd shat the report is biased in the di- 
rection of insurance sales and is 
‘not an objective analysis. It seems 
to me better practice to select the 
strongest insurance idea available, 
and concentrate on it. If that sells, 
you can always go back later with 
another proposal aimed at a dif- 
ferent need. If it doesn’t sell, you 
can still have a second shot. Most 
important, you do not create the 
impression that you are trying to 
load your client up with as much 
life insurance as the traffic will 
| bear. 

The best report, in my opinion, 
is one that makes several recom- 
mendations for the improvement of 
the plan that do not involve life 
insurance, and one recommenda- 
tion that does. Even where we 
think there are two real needs, we 
make it a practice to present and 
sell one before we open any dis- 
cussion of the second. 


Judging Size Of Case 


Now a word on how to judge the 
nportant | size of your case. It seems to me 
h an in- you should not oversell or under- 
ach the }sell. If the amount of insurance is 
you cal. | intelligently estimated, nine times 
t of ask-}out of 10 the client will buy the 
uld doit} exact amount you have shown in 
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u would 
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permissible. You cannot make a 
$100,000 case into a $300,000 case 
by showing a $300,000 illustration. 
You might be able to make it into 
a $125,000 case, but if your illus- 
tration is on a $50,000 basis, the 
odds on your sale being $100,000 
are small. 

Our practice is to frame our illus- 
tration at the upper limit of what 
we consider the sensible range 
of the need. It is almost like the 
estate tax valuation problem. What 
is fair market value? It is the 
amount that would be paid by a 
willing buyer to a willing seller. As 
a life insurance man I am a willing 
seller, but there is no point in ask- 
ing my prospect to buy more than 

think a willing buyer should 
want. 


From Southwestern Life 


Representing Southwestern 
Life’s home office at the convention 
are R. R. Davenport, vice-presi- 
dent and agency director; C. C. 
Lane, 2nd vice-president, and Don 
B. Parkinson, sales promotion di- 
rector. 

Also, Jeff Nickelson and Ora W. 
Walk, assistant agency directors; 
J. Carlton Smith, educational di- 
rector; William J. Sloan, assistant 
educational director; Lloyd M. 
Miller, manager at Dallas; William 
Scholl and Charles E. Hand, su- 
pervisors at Dallas. 


Hosting For Union Central 


Union Central’s company dinner 
at the Statler-Hilton hotel Thurs- 
day night has as hosts John A. 
Lloyd, president; Harold P. Win- 
ters, executive vice-president; Mrs. 
Winters ; Fred Gusweiler, 2nd vice- 
president, and Mrs. Gusweiler. 


From Great Southern Life 


The home office of Great South- 
ern Life is being represented at 
the convention by F. V. Olnhav- 
sen, vice-president and manager of 
agencies; Sam R. Hay, assistant 
vice-president and assistant man- 
ager of agencies, and John F. 
Tubbs, agency secretary. 


one of the 


nnd.. of the 
usiest 


Comparable year-to-date figures show that Central Life’s 
sales have consistently run well ahead of the life insur- 
ance industry as a whole. There are several reasons 
why this is so-—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, 
first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 


ASSURANCE COMPANY, DES MOINES 6, IOWA 
Progressive and competitive, yes ... but not 
ASSETS 
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at the expense of financial security $160 Million 
$1342 Million 


$520 Million 
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No More Heard From Group Committee 


(CONTINUED FROM PAGE 8) 


ing from the California attorney- American Legion friends concern- 
general on the legality of the so- ing it. 

called “franchise” life insurance However, one of the underwrit- 
plan issued to the Los Angeles ing companies subsequently regis- 
County Medical Assn. The re- tered objections to certain alleged 


quested ruling has not yet been (and completely unintended) 
handed down. implications contained in the 
B. Pursuant to the action taken memorandum. As a result, Mr. 


by our committee (and approved 
by the board) at the mid-year 
meeting, General Counsel Duna- 
way prepared a memorandum 
dated May 19, setting forth the 
highlights of the American Legion 
group life insurance case. This 
memorandum was sent to all state 
and local association presidents 
and executive secretaries. 

The sole purpose of this memor- 
andum was to acquaint our mem- 
bership with some of the more 
important features of the case so 
that they, in turn, would be in a 
better position to advise their 


Dunaway, on Aug. 6, mailed to the 
addressees of the May 19 memor- 
andum a clarifying bulletin, after 
having first cleared it with the 
company in question. 


Can’t Do It In Wisconsin 


It is of considerable interest to 
note that the Wisconsin attorney- 
general, in a detailed ruling, has 
recently held that the American 
Legion case, although written out- 
side Wisconsin, cannot legally 
include legionnaires who are resi- 
dents of that state. 

C. In April we were invited by 
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Nor can you paint the 
picture of the “career 
opportunities” for a 
new man without 
proper material. 
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Successtul agencies are built on the ability of the General Agent 
to recruit and hire men most likely to succeed in the life insurance 
business. F & B’s complete kit of recruiting tools is designed to 
assist the General Agent in selling the prospective new man on 
the career opportunities of life insurance selling. 


Opportunities Unlimited for 
Success is another F & B 


“Better Tools for Better Selling” 


exclusive. 





Farmers & Bankers 
Honre ‘Dffice: 200 East First Street, Wichita, Kansas Life Insurance Company 
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the American Medical Assn. to 
express our views regarding the 
advisability of the association’s 
sponsoring a “true group life in- 
surance plan” for its members. 

Our chairman responded with a 
letter expressing NALU’s opposi- 
tion to the writing of group life 
insurance on members of associa- 
tions where no employer-employe 
relationship is involved. He en- 
closed in his letter a copy of the 
Jan. 27, 1958, memorandum pre- 
pared on this subject by the New 
York State Assn. of Life Under- 
writers. 

Welfare Fund Disclosures 


Proposed welfare and pension 
plan disclosure legislation : 

A. Federal Legislation: On 
April 28, the Senate finally passed 
S. 2888. Broadly speaking, this bill 
would require the administrators 
of all employe welfare and pen- 
sion plans covering 100 or more 
employes to: (1) register such 
plans with the Secretary of Labor; 
(2) make annual reports to the 
Secretary regarding the plans’ 
financial operations and condition, 
and (3) make full disclosure of 
such operations to the beneficiar- 
ies and other interested parties. 
S.2888 was then referred to the 
House committee on education and 
labor for study. 

At the mid-year meeting, we had 
recommended, and the board had 
approved, that NALU_ oppose 
S.2888 and support S.3443, a very 
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similar bill, which, however, Wot 
have excluded “level of benefi, 
plans from its application. 
Shortly after the mid-year me 
ing, our committee, in a mail yg, 
decided that we should haye 
witness appear before the Hoy 
committee on education and lah, 
to express NALU’s views in 4, 
event that that committee hy B. S 
public hearings on proposed (i ted a 
closure legislation. General Coy to obta 
sel Dunaway was selected to jisclost 
the witness because of his ¢lg vidual 
familiarity with NALU’s positidyaving 
and his location in Washingt of the 
D.C. legisla! 
However, the House labor con} Jn; 
mittee did not hold the expected) ante 
public hearings. Instead, after Jyear 1 
good deal of confusion and Wrangell nointe 
ing among its members, the cop, Fides 
mittee finally reported out its oy, mansh 
bill, HR 13507, introduced by Repl provid 
resentative Teller (N.Y.). 


Differs From Senate Bill At 


Basically, the Teller bill wajpoard 
much like S. 2888 with respect t man tc 
the registration, reporting anf .otf-in: 
disclosure of welfare and pensig appoin 
plans. It differed chiefly fromand n 
S. 2888 in that it did not give th Equite 
Secretary of Labor authority tf chairn 
study and investigate the operatic} new s 
of such plans or to enforce th possib 
provisions of the bill. ment 

Thereafter, the House of Reprd the y; 
sentatives technically passed §, 
























































































715 NORTH ST. PAUL STREET 





My personal greetings to officers, trustees, 
old friends and all members of the 


NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


attending the 
69th annual convention in Dallas. 


It hardly seems possible that 20 years have 
passed since it was my privilege to preside 
over the 49th national convention in Houston. 


Best wishes for the most successful convention 
in N.A.L.U. history. 


O. SAM CUMMINGS AGENCY 
THE SOUTH’S LARGEST LIFE INSURANCE STATE AGENCY 
Texas State General Agent 


KANSAS CITY LIFE INSURANCE COMPANY 
CUMMINGS AGENCY BUILDING 
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entire original language of S.2888. 
rN proposed amendment on the 
House floor to exempt level of 
penefits plans from the bill was 
Sh iefeated. 
“ As of the date on which this 
Freport was drafted, no final dispo- 
sition had been made of the bill. 
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B. State Legislation: As indica- 
ted in our mid-year report, efforts 
to obtain enactment of appropriate 
cted to disclosure legislation in the indi- 
T his clo vidual states (beyond the six now 
 S Positif paying such laws) is in the hands 

ashingtog of the committee on state law and 
legislation. 

In accordance with authority 
sranted by the board at the mid- 
vear meeting our chairman ap- 
pointed a subcommittee on Blue 
Cross-Blue Shield under the chair- 
manship of Spencer .L. McCarty, 
Provident Mutual, Albany. 


Self-Insured Plans 


" me At the mid-year meeting the 
bill wag board also authorized our chair- 
respect tf man to appoint a subcommittee on 
rting ani self-insured plans. He subsequently 
1d pensig appointed such a subcommittee 
efly froWand named Robert R. Reno Th, 
t give th Equitable Society, Chicago, as 
thority t} chairman. The purpose of this 
 Operatiog new subcommittee is to study the 
force tht possibility of seeking the enact- 
ment of state legislation to subject 
of Rept the various types of self-insured 
assed St plans to the supervision of the 
several state insurance depart- 
} ments. 

A copy of the progress report 
made by this subcommittee to our 
full committee is appended to our 
report as “Exhibit A.” We approve 
the subcommittee’s report and sub- 
mit it to the national council and 
the board as part of the report of 
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our full committee. 

At the mid-year meeting there 
was referred to-us a set of resolu- 
tions adopted on March 12, 1958, 
by the board of directors of the 
Detroit Life Underwriters Assn. 

Briefly described these resolu- 
tions called upon NALU to appoint 
a special committee to meet with 
the ALC-LIA joint committee on 
group insurance in an attempt to 
establish a “minimum standard of 
sound equitable and moral prac- 
tices in the merchandising of group 
life coverages” as a means of 
solving many of the present group 
problems now confronting our 
association and the entire industry. 

We are in complete sympathy 
with the salutary objectives of the 
Detroit resolutions. However, after 
having given them careful study 
and consulted with General Coun- 
sel Dunaway, it is our recommen- 
dation that NALU not take steps 
to implement them. To do so 
would, in our opinion, place the 
association in grave danger of 
ultimately being held in violation 
of the federal antitrust and labor 
relations laws. 


The Future Of This Committee 


In recognition of the increasing 
number and importance of prob- 
lems arising in the group insur- 
ance field, we unanimously recom- 
mend that the association’s by- 
laws be amended to give this 
committee the status of a standing 
committee of the National Assn. 
of Life Underwriters. 

Following is the report of the 
Reno subcommittee on self-insured 
plans: 

Since our appointment last 
spring, we have given much study 
to the problem assigned to us. We 
have also discussed it with repre- 
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Indianapolis Life provides its agents and general agents with liberal commissions 
... life-time service fees . . . hospitalization and major medical benefits .. . group 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. 5 Check-o-matic and premium deposit plans. 6 Special 


A complete line of competitive life, accident, sickness, hospitalization, major medical 


Arnotp Bere, C. L. U., Agency Vice-President 
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sentatives of the American Life 
Convention, the Health Insurance 
Assn. of America, the Life Insur- 
ance Assn. of America and several 
home offices. All of these indivi- 
duals have been most helpful, and 
we are grateful for their coopera- 
tion. 

We feel that there must be a 
better definition of the extent of 
the problem confronting us, and 
we plan to discuss this at the Dal- 
las convention. 

In this connection, we hope to 
be able to pinpoint the type of 
self-insured plans with which our 
subcommittee should be concerned. 
These plans range all the way from 
those which are purely voluntary 
to those which are fully guaran- 
teed. The nature of some types is 
such that perhaps insurance de- 
partment regulation would be 
neither appropriate nor feasible. 


Should Ask For Regulation 


It is our present feeling that our 
subcommittee and its successor (if 
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to members of the National Association of Life 
Underwriters. On this, their Sixty-Ninth Annual 
Convention, we honor them for their continued 
and successful efforts in furthering the standard 
and scope of life insurance sales and service. 


LIFE INSURANCE COMPANY OF IOWA 
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appointed) should probably start 
with the idea of calling for regula- 
tion of those plans that are quite 
obviously providing insurance. 
How far we should go beyond that 
point would be a matter requiring 
considerable study and discussion. 

Having first decided what types 
of plans are to be affected, the 
next step would be to determine 
what aspects of these plans should 
be regulated and to what extent. 
This would include consideration 
of questions of reserves, the extent 
to which benefits are guaranteed, 
the adequacy of the funding of such 
benefits, the proper machinery and 
procedure for enforcing the super- 
vision and regulation of the fore- 
going matter, etc. 


On Hand From Atlantic Life 


Warren M. Pale, agency vice- 
president, and Charles L. White, 
regional agency director, are rep- 
resenting the home office of 
Atlantic Life at the convention. 
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NALU 


ONE OF OUR INDUSTRY’S STRONGEST FORCES 


WE SALUTE YOU! 


If you can, drop over to our offices—here in Dallas—our Build- 
ing—Bryan and Harwood—during the day—and, have a cup 
of coffee. You will be flabbergasted with our plant—and, you'll 
understand why Gibraltar has grown. 


Catch the Shoppers Special on Main Street 


going East and it will drop you at our door. 


| OS ae 3 INSURANCE COMPANY 


OF AMERICA 
HOME OFFICE — DALLAS, TEXAS 
W. A. (BILL) LEWIS, AGENCY DIRECTOR 





WM. E. NETTLE, PRESIDENT 














Announcing Our NEW 


“ALL-IN-ONE” 
Family Plan 


@ Protection for Entire Family 
@ One Policy - One Premium 


® Automatically Insures 
Every New Baby at No 
Extra Cost 


®@ Children Insured to Age 25 

@ Retirement for Dad 

©@ No Premiums payable in 
Event of Death of Dad 

©@ Additional Protection in 
Event of Accidental Death 
of Dad or Mother 


® Additional Family and 
Mortgage Protection May 
Be added at Low Cost 











An Agency Minded Company! 
Eldon L. Davis, Director of Agencies 
Telephone Riverside 8-5881 


Good Throughout The World 





THE INTERNATIONAL 
FIDELITY INSURANCE COMPANY 


Fidelity Building °* 1000 Main Street 
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bricks from an abandoned school 
that he had purchased from the 
township. 

After being graduated from 
Franklin high school, young Prit- 
chard attended Franklin College 
for three years, paying his own 
way with money earned in sum- 
mers and during the school year. 
In college he was active in debat- 
ing, dramatics, newspaper and 
year-book journalism and in the 
Sigma Alpha Epsilon fraternity 
and Theta Alpha Phi national 
national dramatic fraternity. 

Bought Policy on Himself 

Late in his junior year at col- 
lege he bought a life insurance 
policy with his mother as_ bene- 
ficiary. 

“The idea of her receiving a sum 
of money in the event of my death 
so intrigued me that within a few 
weeks I bought a second policy,” 
he explains. “And in the discus- 
sions leading to these purchases, I 
became so impressed with life in- 
surance and the benefits it supplies 
that I determined to make life in- 
surance my career. 

“However, an uncle in the real 
estate business in Detroit had been 
very successful and advised me 
against life insurance. He believed 
few people would take the advice 
of so young a man On so important 
a matter. This made me more de- 
termined than ever to prove that I 
could succeed in life insurance. So 
on completion of my junior year in 
college I took a contract under the 
agency management of the late 
John Hurst Adams with the 
American Central Life of Indiana- 
polis. From the very start my 
earnings exceeded my _ highest 
hopes, including first-year income 
of $3,446.” 

But this was the time of the 
Florida real estate boom, and a 
long-time friend of young Pritchard 
had cleaned up financially in 
Miami. 

“He returned to Indiana and 
persuaded me to go back to Miami 
with him as partner with an offer 
that struck me, then 23 years old, 
as stupendous,” says Mr. Prit- 
chard. 


2nd ), 
1 nd Day 


jation. 
. a In 1 
So July, 1925, found me enged writers 
ed in selling Hollywood by g§upoosi 
Sea, a city that is now well know} for 01 
But the boom was not to last log, life ins 
By the next summer I didn’t kno} general 
where my next meal was comi Fe 
from. “No more real estate oper, 
ing for me,’ I decided, and rety He w 
ed to life insurance. Business yw Purdue 
fine.” rural li 
Suffered Broken Back | of the } 

Romance was flourishing ip Life In: 
Pritchard also. For his fianeg The 
Barbara Garr, of Kokomo, Ind, Frankli 
obtained a teaching position @ed Mr. 
Miami. Three days after she af lege alt 
rived a tropical hurricane hit ti the fac 
area. The Miami Beach area J annuall 
pointed a Colonel Graham to og ing cot 
ganize the cleanup, and Graha profess 
designated Pritchard as his adjyj Dutt 
ant. A few hours later an accides chard 1 
felled Pritchard with a_ broke trainin: 
back. His hospitalization delayej partme 
the wedding until January, 19% official 

In the summer of 1928 the vic Pp 
president of American Cent 
Life invited Pritchard to return Mr. 
Indiana as his assistant working strong 
in the then highly specialized fief life ins’ 
of group life insurance, salary sa} ing ca 
ings, and pensions. A year latd client a 
Pritchard was made assistant sup ice anc 
erintendent of the company’s If phans, 
linois agencies with headquartep ness 
at Champaign. In 1931 he returne stockh« 
to Indianapolis as agency manag “On 
er. he exj 

Since January, 1934, Pritchay are—it 
has been with Union Central, firy truth— 
as assistant state manager in Ip 
diana, later as manager in North 
eastern Indiana with headquarter 
at Fort Wayne, and since 1936 aj 
manager at Indianapolis of one oj 
the oldest agencies in the com 
pany. 

Mr. Pritchard has been active in} 
the affairs of NALU and its local 
and state units since his early days 
in the business. He is a former 
vice-president of the Fort Wayne 
association and a former president 
of the one in Indianapolis as velf 
as the Indianapolis Genera 
Agents & Managers Assn. He has 
served on many national commit 
tees of NALU and was chairman 
for several years of the importa 
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GREETING S 


to the 1958 NALU CONVENTION 


We salute your fine record and wish for 
you a most successfu! annual meeting. 
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CARTER J. LYNCH, JR. 
AGENCY VICE PRESIDENT 





The VOLUNTEER 


STATE LIFE INSURANCE COMPANY 
TENNESSEE 
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BRANCH OFFICE AND GENERAL AGENCY OPPORTUNITIES 
IN SOUTHEASTERN AND SOUTHWESTERN UNITED STATES 


Write in confidence to 


ee © CHATTANOOGA. 





R. T. WALLACE 
SUPT. OF AGENCIES 
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e Eah committee on state law and legis- 
n. 

oe 1955 the Indiana Life Under- 
1 me engl writers Assn. gave him its first 
00d by ihpoosier Life Underwriter” award 
Well knoyf «for outstanding service to the 
to last Joy life insurance business and the 
didn’t kno general public.” 


was a 
as COmiy Founded Purdue Course 


tate oper, i 

and rety§ He was a founder in 1945 of the 
Usiness y§ Purdue University short | course in 
rural life underwriting, forerunner 
Back [of the present Purdue Institute of 
‘ishing j§ Life Insurance Marketing. : 
is fiane’ The alumni association of 
no, Ind, Franklin College in 1956 present- 
sition ged Mr. Pritchard the Franklin Col- 
er she aj lege alumni citation, confirmed by 
ine hit tthe faculty. This citation is given 
h area af annually on the basis of outstand- 
1am to qj ing contributions to one’s chosen 
d Grahaj profession. _ , 
his adj During World War II Mr. Prit- 
in accided chard was active in recruiting and 
a broke training personnel for the War De- 
mn delayed} partment for which he received an 
ary, 192) official certificate of appreciation. 
‘<e Post-Mortem Obligation 
yreturn Mr. Pritchard has unusually 
t workinj strong ideas about one aspect of 
lized fief life insurance—‘the continued tak- 
alary sa} ing care of the interests of the 
vear lat# client after his death through serv- 
stant suf ice and advice to his widow, or- 
yany’s |} phans, and if it’s a case of a busi- 
dquartep ness insurance, the surviving 
» return) stockholders and partners.” 

y manaj “On the death of the insured,” 
he explains, “many beneficiaries 
are—it’s hard to say but it’s the 
truth—practically insane tempo- 
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Says Less Financing 
Might Attract Fewer 
But Better New Men 


Too-great willingness to finance 
agents and doing it too soon are at 
the root of a lot of agency trouble, 
according to Frank P. Crum, New 
York Life manager at Detroit. 

Addressing the General Agents 
& Managers session in Dallas, Mr. 
Crum said financing seems to be 
a cause of concern to all agency 
heads today. 

“Do we cause ourselves too 
much trouble on this point?” he 
asked. “Turnover is about the 
same now as it was in the days 
of no financing in 1933. Why do 
we let ourselves in for this chang- 
ing from one agency to another, 
thus causing several of us to lose 
money ? 





rarily. They are deprived of their 
faculty of thinking clearly, they 
are overwhelmed with grief, and 
they have many new and strange 
responsibilities. It is the obliga- 
tion of the life insurance agent to 
help these survivors in every way 
possible, drawing on his knowl- 
edge of inheritance taxes, etc. I 
don’t care whether the deceased 
was insured with my company or 
not. He had life insurance, which 
in my book imposes on me an 
obligation to help in every way I 
can.” 
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OPPORTUNITY—For men, now active, under age 
45 as General Agents with liberal and at- 
tractive General Agents Contracts, or Re- 
gional Supervisors with salary, commissions, 
expenses, incentive bonuses. 


TERRITORY—Ariz., Ark., Colo., N. Dak., $. Dak., Hawaii, 
lll., Ind., la., Kans., La., Minn., Mo., Neb., Okla., 


If interested as a broker, general agent, or 
supervisor, write to Wylie Craig or 
Bennett Taylor, Vice Presidents. 


VOU PF CHMMCE 

W. RALPH JONES Snececzont 
BANSAsS City 6, MISSOURI 

LIFE, ACCIDENT AND HEALTH, 


HOSPITALIZATION, GROUP 








up short-changing no one else but 
us. Do we create our own ‘price 
war’? 

“The number of agents in and 
out of our business these last few 
years has cost our companies some 
money; it has also cost you some 
money. But it has cost the indi- 
vidual who came into our business, 
in most cases, some money that 
they couldn’t afford to spend. But 
the most important point is the 
impression it made on the men who 
left the business, on his family and 
on his policyholders. It poses this 
question: What has it cost us? 


Entrepreneurs Finance Selves 


“Then turn this around: When 
a man goes into his own business 
he in some way finances the ven- 
ture. We bring men into their own 
business and we finance them im- 
mediately. It is said we will know 
within three to six months wheth- 
er or not he shows the success sign 
for the selling of life insurance. 
Why shouldn’t we work toward 
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his financing himself these first 
few months—then we take over 
and do a creditable job of financ- 
ing him. 

“Perhaps this would keep a few 
men out of our business but the 
survivors might be better agents 
and it could possibly reduce this 
turnover and our business 
wouldn’t be known as ‘and there’s 
the life insurance business.’ 
Wouldn’t this increase the prestige 
of life insurance selling as a career 
and attract more of the men we 
want in our agencies? It may even 
attract more of these college sen- 
iors who do not want selling, and 
life insurance selling in particular.” 

Mr. Crum’s talk will be reported 
in full in a brochure which GAMC 
will publish. 


Northwestern National Host 

E. P. Balkema, manager of 
agencies, will serve as host for 
Northwestern National’s company 
dinner Thursday night. 








You get 


Lafayette 


LAFAYETTE, INDIANA 











y - ing 
Full Vesttte 


LIFE INSURANCE COMPANY 


of renewals with 


Lafayette Life 


in a general agency contract that provides: 


To commissions... lifetime renewals ...no collection 
penalties (death, retirement, or termination)... and a generous 
pension plan. You'll be happy...and stay happy... with 
Lafayette’s sound, fair, easy-to-understand contract; with 
Lafayette’s active, friendly support through modern sales 
tools, progressive merchandising methods, interim financ- 
ing, and a liberal, realistic compensation plan. Get. the 
benefits of a “no penalties” contract. Join Lafayette now. 
Write in confidence to M. V. Goken, Director of Agencies... 





Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsylvania, Wisconsin, K. entucky, Virginia, Texas, 
Tennessee, Colorado, Wyoming, New Jersey, Florida, West Virginia, 
Maryland, District of Columbia, Minnesota and adjacent states. 
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FOR HORIZONS UNLIMITED 


Join The Company 


With Prospects Unlimited 


Opportunities For Successful Producers 





For Additional Information 


WRITE TO... 


James J. O’Brien 


Director of Ordinary Sales 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 7Oth St., New York 21, N. Y. 
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and 


BEST WISHES 


to the 


N. A LU. 


NORTH AMERICAN LIFE 


;, Company OF CHICAGO 


R. D. Rogers, C.L.U. Agency Vice President 
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Drury Tells GAMC’s 
10-Point Expansion 


(CONTINUED FROM PAGE 12) 
presenting local organization 
news, GAMC News can become 
the real authority for life insur- 
ance field management. 

5. Change in GAMC Structure: 
At present, there is increasing in- 
terest in the formation of state 
management associations. The for- 
mation of state groups will con- 
tinue and, eventually, we may have 
a management association in each 
state. Also, GAMC’s structure may 
logically be changed from its pres- 
ent status to that of a national or- 
ganization made up of affiliated 
state managers associations, and 
the state organizations would be 
made up of all local managers as- 
sociations within the state. This 
national - state - local affiliation 
seems to be the logical formation 
under which GAMC will some day 
operate. 

6. Series of Management Man- 
uals: It seems that there is a great 
need for printed material describ- 
ing actual procedures used by suc- 
cessful men in every phase of 
agency management. It might be 
possible to produce a series of 
manuals containing procedures fol- 
lowed by four or five successful 
agency heads who are experts in 
one particular phase of manage- 
ment. The manual could be packed 
with practical, down-to-earth, us- 
able ideas that can be taken right 
into any agency and be used suc- 
cessfully. 

7. Service to Supervisors Asso- 
ciations: Assistant managers and 
supervisors are eligible for GAMC 
membership on an “associate”’ bas- 
is. Many of these men, who even- 
tually may be general agents or 
managers themselves, or make a 
career of supervision, are members 
of local supervisors associations. 
Wouldn’t GAMC be doing a real 
service if it could assist supervis- 
ors associations the same way it 
is now working with local general 
agents and managers associations? 

8. Canadian Management Or- 
ganization: An invitation to par- 
ticipate in our GAMC services 
could be extended to our Canadian 
friends who are general agents and 
managers across the border. They 
also could be offered the benefits 
of our organized group study 
courses, both ordinary and com- 
bination. 

9. Research Projects: A recent 
survey of 634 trade associations 
conducted by the U. S. Chamber 
of Commerce reveals that research 
projects among, and results distri- 
buted to, members of the associa- 
tion were one of the major func- 
tions of many associations. Many 
surveys which are of value to home 
offices, but of little use to man- 
agement in the field, have been 
conducted. Sometime in the future, 
GAMC may decide to conduct a 
complete series of research proj- 
ects which will prove of real value 
to its members. 

10. Industry Prestige and Pro- 
motion Program: A beginning al- 
ready has been made in this direc- 
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2nd Day 


tion by the releases being sent Dis 
from our headquarters to Joy 
newspapers in cities where the, 
are local associations, ANNOunCipg 


: oy 

changes of officers, completion ; . 
study courses, etc. t 

en VW 


° over 
Representing Cal-Western J itt 

California-Western States Life} “ 
home office is represented at thfsaid 
convention by Robert E. Murphy hadn 
president, and Lynn Tenney, yicgthe | 
president and manager of agencjefy0U ' 
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The new Scripto VU-LIGHTER is the ! 
perfect prestige gift for your cus 
tomers and prospects. Lightweight; — W 
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especially in quantities of 25 o | Is 
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YOUR TRADEMARK, or a - miniature 
of your product, will be inserted in th 
__ transparent VU-LIGHTER fuel reservoir. | 
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being fpiscussion Is Lively, Tempers Curbed 


ETS to logy 
where the, 


/ ANNOUNCipe a called for. He also objected to 
ompletion the managing director’s being giv- 
en what he called “veto power” 
over the acts of the building com- 


estern 
States Life: 


mittee. 
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Prolonged Applause 


ail 
past. 

Mr. Manning then 
\ that his association’s 
F; 
— 
v, 





we 


|ministration side. 
ls 


TER is the | any times: 
ca] 
your cus- 





Jing? 
htweight ("S85 dati 
ait “7 Why isn’t the building under 
cena way? We had a ground breaking 
» |teremony two ‘ 
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“I finally got mad,” he said. “I 
ented at thpsaid some thing which I wish I 

E. Murphy hadn't said but I’m as human as 
“enney, vicogthe next: man and I don’t believe 
f ag you'd think much of me if I hadn’t 


Grant Taggart, California-West- 
“Tern-States Life, Cowley, Wyo., a 
“Emember of the committee, laid 
great stress on NALU’s commit- 
ments to those who had paid $100 
each to be “charter builders” and 
have their names or their desig- 
nee’s names inscribed in bronze in 


3 Mr. Taggart said’ he had no 
Pafriend he regarded more highly 
Sthan Managing Director Lester O. 
, but that the committee 
“policeman” 


‘§ Both Mr. Taggart and Mr. Clee- 
fton received loud and prolonged 
“Japplause, a large part of the coun- 
‘fal spontaneously rising in tribute. 
It seemed as if the speakers were 
¥carrying their audience with them 
| again as they had so often in the 


reiterated 
resolution 
thad instructed him to ask the 
council to protest the board’s de- 
{cision to give up the C street site. 
‘{Mr. Fluegelman said he assumed 
| ‘)Mr. Manning would want to hear 
LY from President Adams on the ad- 


Mr. Adams made his presenta- 
tion in a matter of fact tone, but 
jit obviously impressed the gather- 
ing. He said that since the annual 

“jmeeting in Detroit a year ago, 
ssi NALU headquarters people and 
~|board members had been asked 


What has happened to the build- 


Is it true that we have paid a 


Is is true that we owe a Wash- 
ngton attorney a substantial and 
till undetermined amount of mon- 


Is it true that we are not going 
, | ask for competitive bids? 
the Is it true that we have engaged 
| keservos 12 second architect and still do not 


Slim Chance For Building 


“Tt may interest you to know,” 
me said, “that it is common gossip 
mong Washington builders and 
irchitects that we will never be 
ermitted to build on the property. 
pecause of these things and many 
thers, I called a meeting of the 
xecutive committee on June 2, 
hich directed me to see the ad. 
ministrator of the General Serv- 
tes Administration to ascertain 


(CONTINUED FROM PAGE 2) 


the attitude of the government to- 
ward our plans.” 

With Mr. Defenderfer, who was 
later named chairman of the new 
building committee, Mr. Adams 
called on Administrator Floete. 
Mr. Floete said he had always felt 
that the land should belong to the 
government. Just before leaving 
Mr. Adams asked Mr. Defender- 
fer if he had any questions to ask 
Mr. Floete. 

“Ts it true that should the gov- 
ernment want this land for their 
uses they would be able to take 
it?” Mr. Defenderfer asked. 

“Of course,” was Mr. Floete’s 
answer. 

Mr. Adams told the council that 
the things that concerned him 
were the length of time it had 
taken to get “this far” with the 
building project, the over-all cost 
of the project, the maintenance 
cost of the building, the kind of 
title NALU would get, and what 
could happen in the future. On the 
latter point, Mr. Adams remarked: 
“While any property can be con- 
demned by the government why 
do we choose the one piece most 
likely ?” 

“T believe the government wants 
this land,” he said. “I believe it is 
only a question of time until they 
take it away from us and it doesn’t 
seem good sense to offend one 
area of the government while we 
are asking consideration and fair 
treatment from another. 

“This operation would hasten 
the time when we would have to 
ask for larger dues. In my opinion 
you always will have to prove the 
need for such. The only point of 
justification will be that the in- 
crease is due to a monumental 
headquarters which will carry lit- 
tle weight when the time comes.” 

NALU Vice-president Oren 
Pritchard, Union Central, Indi- 
anapolis, repeated for the council 
what he had told the board of trus- 
tees Sunday about his conversa- 
tions with Rep. Halleck of Indi- 
ana and Rep. Thomas of Texas. 
These were reported in yesterday's 
convention daily issue of the Na- 
tional Underwriter. Both  con- 
gressmen felt it would be wise for 
NALU to give up its attempt to 


Waiting for an 
elevator during 
the NALU meet- 
ing in Dallas: 
Frank E. Clegg, 
Prudential, Lex- 
ington, president 
of the Kentucky 
association; Otes 
C. Amis, Ohio 
State Life, Lex- 
ington, and Wal- 
ter G. Meyers, 


a: 


General American Life, Rockford, IIl. 











build on the C street property. 

NALU’s immediate past presi- 
dent, A. Jack Nussbaum, Massa- 
chusetts Mutual, Milwaukee, urged 
that the council recommend to the 
incoming president that he ap- 
point a building committee made 
up of three members of the old 
and three members of the present 
building committee. Mr. Manning 
offered such a motion but after a 
plea by past president Judd C. 
Benson, Union Central, Cincinnati, 
against circumscribing or usurping 
the prerogatives of the president, 
the motion was resoundingly de- 
feated. 

Past president C. Vivian Ander- 
son, Provident Mutual, Cincinnati, 
suggested that NALU give up the 
idea of owning its building and 
consider the wisdom of using the 
money contributed to the building 
fund as a trust fund out of which 
to help pay the rent. 


Burger Is Luncheon Speaker 


The LUTC luncheon had as its 
speaker Joseph E. Burger, St. 
Louis sales executive whose topic 
was “How to Get Better.” That 
afternoon there was a “workshop” 
for local and state association of- 
ficers, but open to everyone attend- 
ing the convention. There was a 
meeting of the LIAMA agency 
management advisory committee 
and of the LUTC field relations 
committee. 

In the evening the convention- 
eers were treated to a gala “west- 
ern night” sponsored by the Dal- 
las association. This was a barbe- 
cue held at the Texas State Fair 
grounds, with entertainment and 
the CLU conferment dinner. The 
CLU dinner had as its speaker 
President Willis Tate of Southern 
Methodist University, his topic be- 





A little old- 
time atmosphere 
is supplied by 
W. B. Orman, 
right, superin- 
tendent of life 
agencies of 
United Bankers 
Life of Dallas, as 
he gets the drop 
on Ted T. Teel, 
American Hos- 
pital & Life, 1st 
vice-president of 
the Dallas asso- 
ciation, and : 





Marvin Kobel, director of publications of NALU. 
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ing “Education For Tomorrow’s 
World.” 

Thursday morning opened with 
breakfasts of the Graduate Society 
of Life Insurance Marketing In- 
stitutes, at which the speaker was 
Benjamin N. Woodson, president 
of American General Life of Hous- 
ton; and the “Texas trained seals” 
breakfast for those who had par- 
ticipated as speakers in Texas car- 
avan sales congress programs. 

The women underwriters com- 
mittee again was host at a “drop 
in” breakfast. 

The second general convention 
session had as its feature a talk 
by John A. Utz, agent of Kansas 
City Life in Valencia, Pa., the Mil- 
lion Dollar Round Table hour, and 
a talk by an Olympic champion. 
William D. Davidson, Equitable 
Society, Chicago, MDRT chair- 
man, acted as moderator of the 
Round Table hour. Speakers were 
Joseph H. Reese Jr., Penn Mutual, 
Philadelphia, speaking on “A 
Young Man’s Practice,” and Ben- 
jamin L. Stern, New England Life, 
New York City, on “Whither Es- 
tate Planning?” 


Rev. Richards Final Speaker 


The final speaker was the Rev. 
Robert Richards of La Verne, Cal 
ifornia, who was twice the Olympic 
pole-vaulting champion. 

This afternoon there will be a 
general convention session and na- 
tional council meeting for election 
of officers and trustees and the 
transaction of other association 
business. 

In the evening there will be the 
company receptions and dinners 
followed by the president’s recep- 
tion and ball. Tomorrow the con- 
vention will wind up with a fel- 
lowship “brunch,” at which the 
John Newton Russell memorial 
award announcement and the re- 
marks of the new NALU president 
will be the features. 

The convention will not be over 
for the board of trustees, however, 
until they have held a Friday af- 
ternoon and a Saturday morning 
session. 


Provident Mutual Hosts 


Hosting the company dinner of 
Provident Mutual at the Adolphus 
hotel Thursday night are Lewis 
C. Spraque, vice-president and 
manager of agencies; C. Gordon 
Fergurson, director of sales; E. 
Roy Hofmann, associate manager 
of agencies, and Donald S. Halde- 
man Jr., agency assistant. 
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Greetings 


to the 


NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 





EARL H. WELTZ & COMPANY 


Specialists in Extra Risk and Surplus Underwriting 
.. - Consult Us on Your Problem Cases 


PHILADELPHIA NATIONAL BANK BUILDING... PHILADELPHIA 7, PA. 


Telephone RIttenhouse 6-7141 
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